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NEW HOME OF THE GREATEST ILLINOIS COMPANY 


Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 


—_ |_ Year Ending Dee. 31,1916 | Year Ending Des 31, 192! INGREASE 
Interest Income..| $ 620,562.65| $ 991,613.43 $ 371,050.78 
Premium Income. | 2,419,486.91 | 3,818,060.43 | 1,398,573.52 


Admitted Assets..|  12,946,337.03 | —_19,413,846.72 | 6,467,509.69 
Insurancein Force| _80,280,589.82 | _136,485,045.27 | 56,204,455.45 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 
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‘Cooperation Headquarters” 


Home Office Building of the Peoria Life. Owned 
by the Company, without lien or encumbraace of 
any kind. Built from its current receipts, without 
disturbing the farm mortgage investments which 
have earned the Peoria Life its reputation for: 


“Policies Strong as Farm 
Mortgages Can Make Them!”’ 











Good 
Contracts 
to Clean, 
Live 
Agents 





‘““Put Yourself in His Place’’— 


There’s not much use trying to help a 
fellow, if you have no conception of his 
problems. The men who have charge 
of agency affairs for the Peoria Life are 
men who can put themselves in the other 
fellow’s place. 


They are fitted by inclination to ap- 
preciate the problems of the man in the 
field; and by experience, to render the 
most helpful practical, cooperation in 
solving those problems. 


They do not believe in an Agency Force 
directed from a hermetically sealed office. 
They spend a considerable part of their 
time working side by side with the men 
who write the Company’s business. 


They are known to Peoria Life agents 
not merely as names on a letterhead, but 
as flesh-and-blood human beings, with 
whom they meet frequently; real men 
who can put themselves in the other 
fellow’s place and help him make good. 


Peoria Life Insurance Company 


Peoria, Illinois 
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stock of the company has been made 
and the supposition is that Mr. Hoyt and 
a few of his friends and those of Col. 
Fleming may absorb the entire issue 
when made. Mr. Hoyt’s investments in 
Arkansas swamp lands, now drained 
and in condition to be sold, represent a 
large sum and these may enter into his 
plans for the new company. 
Temporary offices are established in 
the Federal Reserve Bank building. Mr. 
Hoyt looks to be in fine physical condi- 
tion, in marked contrast to that which 
was noted after the Missouri State Life 
as over and which resulted in his 


row W 

going on the invalid list for many 
months. He has all of the fire and en- 
ergy which formerly distinguished his 


actions. 
Hoyt Explains Proposed Company 


Asked about the company, Mr. Hoyt 


said: 


“There is really nothing to report ex- 
cept that a few of my friends have 
agreed with me that there is an excep- 


tionally good opportunity now to organ- 
ize and build up a life company of con- 
sequence in Kansas City. Our arrange- 
ments for financing this deal are prac- 
tically concluded and there will be no 
expensive stock selling plans attempted. 
Our plans for a million dollars capital 
and a similar amount of surplus may be 
changed by an _ increase of these 
amounts. In this connection let me say 
that a large capital and surplus will be 
necessary to make it possible to bring in 
the business of other companies here. I 


mean by this the opportunities which 
exist for buving and absorbing other 
companies. There are dozens of com- 
panies which are not operating to the 


advantage of their stockholders and 
availing themselves fully of the oppor- 
tunity for new business and some of 
these, at least, may conclude to merge 
with our new company when it is ready. 
This is in brief about all of any state- 
ment which I care to make at this 
time.” 

Old 


While Mr. Hoyt carefully avoided any 
reference to det his statement about 
other companies indicates that there is, 
perhaps, a possibility of history repeat- 
ing itself. It will be remembered that 
Mr. Hoyt some years ago organized the 
Cincinnati Life with a large capital and 
surplus. This company never actually 
qualified as a life company and its stand- 
ing in Ohio therefore was that of a com- 
mon law corporation only. All of its 
capital and surplus therefore were avail- 
able for any purchase deemed advisable. 
It was thus possible to purchase the 
business of the Missouri State Life and 
the Hartford Life, two deals which re- 
sulted in the St. Louis company amass- 
ing a large amount of business in force 
in a comparatively short time and get- 
ting a start which resulted in the mag- 
nificent St. Louis company of today. 


History Recalled 


ails, 


Minnesota Mutual’s Business Booms 


The Minnesota Mutual Life contin- 
ues to show a substantial increase over 
last vear’s production. Its production 
during October, 1922, 1s 136 percent of 
its production for October last year 
The company’ confidently expects 
1922 to beat its best year which was 
1920. 

During the 
the Minn: 
a “Quarterly” 
condue 


last quarter of the year 
Mutual, which publishes 
for all policyholders, is 

“Policyholders’ Cam- 
paign.’ Special campaign application 
blanks have been supplied all policy- 
holders of the company. A surprising 
number of completed applications has 
been returned by policyholders. 

E. S. Albritton, general agent for 
the Minnesota Mutual at Dallas, Tex., 
is continuing his phenomenal record of 
personal production. In addition to 
taking care of the affairs of an agencv 
that is running over $500,000 a month. 
Mr. Albritton’s record shows $100,- 
000 a month of issued personal busi- 
ness. 


sota 


ting a 





SUBSTANDARD PROBLEM 


—__ — 


DIFFICULT TO FIX RATES 





Questions Involved in Writing That 
Class Discussed by American 
Institute of Actuaries 





The difficulties experienced in fixing 
a satisfactory rate for the writing ol 
substandard insurance were emphasized 
in a discussion of that class of insurance 
by the American Institute of Actuaries 
at its meeting at St. Louis last week. 
While the discussion centered largely 
around the question of what tables were 
to be used as a basis for substandard 
rates, emphasis was laid on the necessity 
for having ie ite rates. F. B. Mead 
of the Lincoln National Life said that 
some companies scem to be afraid to 
enter the substandard field, but when 
they do enter it they are afraid to charge 
enough and thus throw the burden back 
on the standard risks. He said that the 
main thing was to charge a sufficient 
amount for it, and then give service. He 
indorsed heartily the position taken by 
G. B. Pattison of the Peoria Life that 
substandard should pay its own way, 
not being relieved of any part of the 
expense, and should bear a reasonable 
relation to standard. 


Classifications Vary 


On the — of the adequacy of 
rates, H. W. Buttolph of the American 
Central Life said that standards of 
classification vary greatly and that a 


company with an apparet tly lower rate 
for a certain class may be charging as 
much for the individual risk. He said 


that it was impossible to get anywhere 
on questions of that sort except by sit- 
ting down and working the thing out in 
detail. In connection with the question 
of disability benefits on substandard 
lives, he said that in his own company 
most of the cases written were in the 
first class, that with the smallest extra 
premium, and that the majority of that 
class was entitled to the disability bene- 
fits, possibly with a special rate. Mr. 
Mead asked if this might not be due to 
the elimination of the more hazardous 
cases. Mr. Buttolph said this was not 
the case; that there had been no drive 
for substandard busincss by his com- 
pany, but that it was handled as it came 
up. L. A. Anderson of the Central Life 
of Des Moines was opposed to granting 
such benefits as a general proposition, 
stating, however, that there were pos- 
sibly a few cases that might be taken 
and citing as an instance an office man 
who had lost one hand. 

A question as to the effect of the anti- 
discrimination laws of various states in 
regard to the benefits granted to stand- 
ard and substandard cases was raised by 
F. S. Withington of Des Moines. Mr. 
Buttolph contended, however, that there 
was nothing to be feared along that line. 





Provident’s Separation Progressing 


‘in connection with 
the life insurance 
trust business of the 
Provident Life and Trust are being 
pushed forward as rapidly as possible 
even to the extent of running ahead of 
schedule, but the Provident Mutual 
Life is not yet ready to emerge as a 
distinct company, according to William 
S. Ashbrook, agency secretary. 

“We hope the separation will be com- 
plete before the end of this year,” Mr. 
Ashbrook said, “but nobody can set a 
date at this time. All that remains to 
be done is the transfer of the various 
trusts from the old company to the new 


Court proceedings 
the separation of 
business from the 


trust company. The vast majority of 
them already have been transferred, but 
each trust must be acted upon sepa- 
rately by the courts in the county 


where it is located and the illness of one 
judge mav hold up a case for a month 
or two. No one can predict with any 
degree of certainty when all the courts 
will have taken action.” 
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TO HOLD CONF ERENCE 





RESEARCH BUREAU’S MEETING 





First Annual Convention of Members of 
Body to Be Held in Chicago 
This Week 





The first annual meeting of the com- 
panies in the Life Insurance Sales Re- 
search Bureau will be held at the Drake 
Hotel, Chicago, Nov. 9, the day imme- 
diately preceding the sessions of the As- 


sociation of Life Agency Officers. Asa 
result of holding the meeting at this 
time, it is ex{ sons that nearly all of the 


37 companies in the bureau will be rep- 
resented by one or more of their agency 
officials. 

The meeting will be for the purpose of 
discussing in detail the work done so far 
and of laying plans for the future. Chair- 
man Oliver Thurman of the executive 
committee will preside and report on 
the activities of the committee in direct- 
ing the bureau's activities. 


Bureau Expands Work 


announcement the 
iterially increased, 
following com- 
Life, Im- 

Mutual, 


Since the last 
membership has mi: 
and in recent weeks the 
panies have joined: Illinois 
perial, Penn Mutual, Pacific 
Great West and State Mutual. 

A review of the sales index reports 
will be made and it is expected that 
much interest will be shown in this part 
of the bureau service, as the figures now 
being published present the only means 
of securing the sales records of a large 


group of companies in each state 
monthly. 
In addition, the report dealing with 


‘ompany methods in agency problems, 
the most complete of which is the re- 
cently published 40-page report on con- 


servation, will be discussed at length. 
To Discuss Problems 


The executive committee held a meet- 
ing last week for the discussion of vari- 
ous bureau affairs and decided to adopt 
for the annual meeting the method used 
by the Actuarial Society in giving mem- 
bers an advance copy of the questions 
which it is proposed to discuss. These 
topics, copy of which went to the bureau 
members last week, are as follows: 

Sales Index 

1. What previous 
be used for 
sales—figures for the 
year, figures for the 
the past five years, or 

2. On what date 


should 
with current 
same month last 
average month in 
other figures, etc.? 
each month should 
we strive to have the current bulletins 
in your hands in order to be of maxi- 
mum value to your company? 

3. What further separation of 
current figures by cities or 
desirable and feasible, 
vidual index for New 
delphia and Chic 


sales figures 


comparison 


the 
districts is 
such as an indi- 
York City, Phila- 
ago? 

Other Life Insurance Statistics 


1 Would it be of value to secure and 
publish monthly the total lapse records 
of our companies? If such a collection 
is desirable, would it be feasible and 
desirable to attempt any geographical 
analysis—such as by states? 

2. Would similar firures covering pol- 


icy loans be of value? 
3. Would similar figures covering 
mortality be of value? 
General Territorial Statistics and 
Business Reviews 
What general type of statistics re- 
garding territorial conditions, ete 


would it be desirable for the Bureau to 
collect and available for Bureau 
members so as to avoid the purchase 
and maintenance of such statistics by 
individual companies? 


make 


Selection of Agents 


Are there any desirable methods, in 
addition to the method now being used 
by the Bureau, for furthering our 


knowledge of the selection of agents? 


Analysis of Work of General Agents 


How can the program for this work 





COMPANY COMMENDED 





PEOPLE’S LIFE REPORT GOOD 





Examiners Find the Frankfort, Ind, 
Institution in Good Shape—Some 
of the Features 


A convention examination has been 
made of the Peoples Life of Frankfort, 
Ind., Michigan and Indiana making the 
examination. The examination is made 
as of Dec. 31 last. The Peoples Life 
as a stock company started in 1910. 
The original Peoples Life was an 
assessment company. The Peoples Life 
as an assessment company became a 
mutual legal reserve company April 26, 
1907, and the present Peoples Lite took 


it over under a reinsurance contract 
The company is licensed in Ohio, 
Michigan, Illinois and Indiana. Ninety 


percent of its mortgage loans are upon 


farm property within a radius of 80 
miles of Frankfort, Ind. The exam- 
iners say that the companw has never 
foreclosed a mortgage and none was 


in default as to principal or interest on 


Dec. 31. The bonds owned by the 
company amount to $50,000 and are all 
the fourth issue of Liberty bonds. It 
owns its home office building, the 
building and lot being carried on the 
books at $100,000. The company in its 


early years issued participating policies 
ind it has about $1,000,000 of this class 
on its’ books. The company now 
writes only non-participating business 
and increased its insurance during 1921 
by $2,000,000. 


Comment by Examiners 


ag examiners say that the Peoples 
Life has enjoyed a very favorable mor- 
a and this together with its con- 


management accounts for the 
showing it has made. The 
examiners say, “Your examiners were 
impressed with the manner in which 
claim settlements were made. Claims 
are paid from one to two days after 
rota of death have been completed. 
During its existence the company has 
compromised or contested only five or 
six claims and in these the beneficiaries 
have been given benefit of any doubt. 
The books and records are neatly and 
well kept and admit a ready examina- 
tion.” On Dec. 31, the company had 
assets $2,175,844; policyholders surplus 
26,533; insurance in force $22,352,116. 


servative 
excellent 


The main insurance officer is Eugene 
O. Burget, the secretary. The Peoples 
Life has a most excellent record in 


every way. 
Changing to Legal Reserve 


The Drexel Mutual Life of Chicago 
which has been operating on the assess- 


ment plan, is qualifying as a legal re- 
serve company. L. O. V. Everhard is 
the main factor of the organization, he 
also being the promoter of the Eco- 
nomy Life 

be most rapidly and completely carried 
forward? 

Report on Company Practices 


1 How can the Bureau increase its 
usefulness in making surveys which 
together the current practices of 
the companies such as the recent Con- 
servation Report? 

2 What 


future reports by 


bring 


desired for 
method? 


topics most 


survey 


are 
the 
Special Reports to Companies 
The Bureau is 
various questions 
panies on agency practices, etc. 
this service is now somewhat 
and has been used by only a few 
panies, we desire to improve it and 
quest suggestions. 


answer 

com- 
While 
limited 
com- 
re- 


equipped to 
from individual 


Selling Costs 

Should the study 

this problem, 
Additional Activities 

fields of addition to 

should the Bureau, in your 

enter? 


endeavor to 
how? 


Bureau 
and if so, 


What work, in 
the above, 


opinion, plan to 
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SALES FOR SEPTEMBER 
AHEAD OF LAST YEAR aad 


HOLDING DISABILITY PEOPLE 








Sales Research Bureau of Carnegie 
Institute Gives Out Compar- 
ative Figures 


Equitable of New York Has No Desire 
to Get Rid of Accident Policy- 
holders 


15 PERCENT GAIN}. 
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Slight Drop from August in Dollars of | Cee hein Sy somali r ona an 
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! New England stood 10 percent as was done last 
bove the 100 mark. The south experi- gained accordis 
ed a fine September and brought its Michigan led the 
wulative total up to 103. The 104] < ntage of gain over 
ide by the central states in July re-]! an index figure of 
ined unchanged by the September Ohio followed 
ilculations. The western district 110. Kansas had 
showed a nine months’ index of 86. ny state in the 
September in that territcry compared t 1 now lacks 
uch more favorably with the corre-] 10 percent of equalling its last y 5 
nding month of 1921 than did Au- months’ re 1 New Mex 
ust. At the end of the third quarter | forged ahead of last Septen ber’s ficures 
western, southwestern, and west | by 24 percent and Arizona beat its Set 
ntral districts alone remained below | tember figures of 1921 by 21 percent 
record made during the first nine }] Wyoming did an excellent volume of 
mths of 1921. Their recuperation is ] business in Sentember, as was also tru 
w but fairly consistent. Montana, Utah and Nevada. Califo 
. ok Segnaedey pean  emfete tend 
Records by Individual States oe coapae ay ie 4:9 
1 successfu month but did not « te 
In September, for the first time since | maintain the pace which has character 
February, Vermont surpassed the sales | ized recent months. 
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| CONTINENTAL CASUALTY PLAN 


| Chicago Company and Its Life Insur- 
ance Running Mate, Continental As- 


' 
| . 
surance, Purchase Office Site 








T} a n¢ il 
Ss ance ‘ 
\ssurat ] ive I 
< 2 cago at 
East 22nd st 
‘ office building will be erected. 
i s will b i ther of Chicago's com- 
es to have its own building. 
e Central Life of Ottawa, IIL, has 
purchased a building site on the 
th side and eventually will move 
om O to Chicago to occupy it. 
Che Mis Life is completing its home 
ce br ng on Lake Shore Drive 





rhe American Bankers was the first in- 








S nee cé to invade the north 

‘ hues Po ; 
Sit bt district, its home office 
g at Cass and Ohio streets. 





Che Public Life is getting its building 
ompleted on West Washington Boule- 
1 The Farmers National Life has 
Iding at 3401 South 

I Jational Life, 
building in 


» i iis nome onmce 
the downtown district, but has pur- 


hased a fine piece of property on the 
Lake Shore drive, where it will eventu- 


lly erect one of the largest and most 

modious office buildings in that dis- 
People’s Life has its build 
ng in the downtown district. 


Continental Assurance Growth 


ry atin 
lhe Continental Assurance has had 

: Sneed ons } 
very splendid growth in recent years 
ind its operations are demanding mort 





sident Glenn F. Clay- 
ool is in active charge of the life com 
ny ihe Continental Casuaity 1s a 


ultiple line company and does a large 





It d accident business. The Con- 
| Casualty’s accident premiums 
: 9% were $3,05¢ 11. Its health 
| Ss we $2,551,300. Its total pre 
s were $9,727,150. The Continenta 
\ nce had on Dec. 23, $22,658,834 
in force It wrote last year 
} $10,025,293 Its premiums last year 
| $671,639 
. 

Western Life Men Meet 
In preparation for the removal of tl 
\\ t | ‘ LD Mo s into 
[1 lk g ab DD er 1 } 
| c ? ‘ ‘ str ct < t 
o " wed ins. ti r) 
| * i )0 1 st | 
H. D. St. John, a tant sec 
ed Pres | es H 
] ! k as his subject “Iowa 
Field « Opport ty for Life |] 
e” and 1 rousing speech on the 
H keve state A. D. Struthers, s 
etary, spoke on “Be on the Job All tl 
f You W d Be Leader I 
sory committee wa then taken o1 


a trip over the new structure and the 


supervisors held a business session. 


New Iowa Life Company 


Commissioner Savage of Iowa ha 
granted a charter to the Farmers Unik 
Mi t ] I ( Des Moines, a new cor! 
par ranized to do business on a le\ 

l legal res sis M 
IX l president « the Farme 
I sc nreci + ; the ‘ nat 


The vice-president is Will Anders , 
and secretary-treasurer is W. A. Houck 
¢] 


Secretary Houck explains that the cot 
par Noses ¢ nvest it reser 
fundc ex sively in farm mortgage 
He s s this will be done in the localit 
n which the premiun ' me is derived 

that the mone paid for insur ; 
u re ut lowa Five hundred ay 
1 } ; } 


1 cants for policies were lined up ef 


| the charter was granted. 
i 


CONSERVING BUSINESS|TO HAVE ITS BUILDING BIG TOPICS UP AT 


ACTUARIES MEETING 


, ; 
| Importance of Subjects for Discus- 
sion Brings Large Attendance 


at St. Louis 





| SUGGESTIONS BY CATHLES 

: 

| Institute President Would Like Review 

| of Conditions Abroad and Trust 
Company Plans 


BY FRANK A, PosT 


ST. LOUIS, MO., Nov. 5.—The im 





CATHLES, Dallas, Tex, 


L. M. 


President American Institute of Actaaries 


ber <« ne bers ot thy stitute the 
tal registration | well ov 100, 
1 t itt compan 
{ ls out le « t t 1 il de 
ents s | lly as ! S was eX 
ected 


n, and T. W ckl 1 of On i 
t of t t wert 
nendance of the met nd were 
od 1 to tl ct ‘ t t b i 
of the Tr} rsdav ; F " < yn 
\lr ey } t\ ke | fl co \ 
ect oO t} \ e { t 
iia p ‘ by t 
‘ 1 < ‘ ] t on 
j ‘ ! yn 
, ' 
} was t t te rf nal 
» at t M Bla inn 
‘ } 
i t 1 a Oo ot 
I er ot t t cs brou t up 


Discussions All Informal 


Informal d issions constituted the 
ere t ted to the ld of actuarial 
( 1 ré t out many points ol 
eat interest to the h insurance tra- 
ty generally. Particularly was that 
ot t css d oted to ag \ 
‘ in <« 1 t th wi 1 
‘ n ¢ ill t gt 
ot he elative erit ri t ed 
th ot gr’ t t tl ho c oO e¢ ofr 
out 1 nst t S 


liscus ns of the cor rvation of bu 
ness and its kindred topic, the reinstate- 
ent of lapsed polici disability and 
louble indemnity benefits, substandard 
nsurance and reinsurance. 


Some interesting suggestions were 











4 


made by L. M. Cathles, vice-president 
and actuary of the Southland Life of 
Dallas, Tex., and president of the Insti- 
tute, in his annual address. One of them 
was in regard to the desirability of the 
investigation of life insurance conditions 
reference to the 
fluctuation in monetary values in the 
continental countries and its effect on 
policy proceeds. He said that this would 
be a very hard topic on which to secure 
the desired information, but there might 
be some members of the Institute who 
have the necessary linguistic ability and 
other facilities for obtaining data of this 
sort and he felt that such an investiga- 
tion could be of extreme value. 

He spoke of the criticisms which had 
been made of the actuaries, along the 
line of their not giving others the bene- 
fit of their knowledge of life insurance, 
and mentioned the desirability of greater 


abroad, with especial 


activity in community affairs. He said 
that they might tell their friends and 
neighbors more about the benefits ot 


life insurance and also be of assistance 
to their communities in such matters as 
pension funds for police and fire depart- 


ments. 


Trust Company Plans 
He mentioned the efforts made by 
trust companies in varicus places to 


obtain supervision of life insurance pol- 
icy proceeds and said that that was a 
matter which he would like to see dis- 
cussed. While there is an apparently 
larger return offered by these plans, he 
expressed the belief that it would be off- 
set by the permanence and certainty 
offered by the life insurance companies 
in their plans for hand!ting policy pro 
ceeds. 

President Cathles announced that J. 
C. Rietz of the Midland Mutual Life of 
Columbus had been elected editor of the 
“Record” and that he was succeeded on 
the board of governors by J. C. Harvey 


of St. Louis. 
Discussion of Dividends 
Only one of the papers presented at 
the annual meeting in June was dis- 


cussed at this time, it being the one by 
Mr. Rietz reviewing dividend systems, 
past, present and proposed. That dis- 
cussion was led by Arthur Coburn of 
the Northwestern Mutual Life, who 
took the position that it was impossible 
to make dividend distributions abso- 
lutely equitable, in view of the difference 
in interest rates at different periods, the 
variation in lapses and mortality in dif- 
ferent sections and other similar factors 
He said that the important thing was 
to make it as simple as possible; that 
the policyholder expects about an equal 
and if he receives a divi- 
dend of $5 one year, $7 the next, $5.50 
the third, he understand it and 
is likely to raise some question about it. 

H. W. Buttolph of the American Cen- 
tral was disposed to question Mr. Co- 
burn’s suggestion as the plan ordinarily 
tollowed not equitable, and said 
that it would be just as reasonable to 
claim that the dividends distributed by 
corporation not equitable, 
because the stockholder residing in a 
state where the company’s business was 


progre ssion 


Pi ’ 
aoesn t 


was 


i large were 


large and profitable received no more 
than those in other sections. 
L. A. Anderson of the Central Life 


of Des Moines said that the only cases 
of which he had ever heard in which 
there had been a distinction made be- 
tween states basis of the 
taxes paid in those states and he thought 
that had been abandoned. 

W. N. Bagley of the Travelers got a 
laugh from the gathering by suggesting 
that all such trouble could be avoided 
by following the example of his com- 
pany and writing only on a nonpartici- 
pating basis 

All of the sessions of the Institute 
were held at the Chase hotel, located 
some miles from fhe business section of 
St. Louis, and newly completed. The 
entertainment feature was a din- 
ner at the hotel Thursday night, given 
by the St. Louis companies, although a 
number of the visitors remained over to 
play golf on Saturday. 


was on the 


only 
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| TWELVE LEADING LIFE INSURANCE MEN | 








NE of the New York City life 

agents makes a selection of the 12 
leading life insurance men of the 
country, namely President Darwin P. 
Kingsley, New York Life; President 
Haley Fiske, Metropolitan Life; Presi- 
dent M. G. Bulkeley, Aetna Life; Presi- 
dent Louis F. Butler of the Travelers; 
Manager E. A. Woods of the Equitable 


of New York at Pittsburgh; Manager 
Darby A. Day of the Mutual Life at 
Chicago; General Agent John I. D. 


Bristol, Northwestern Mutual, in New 
York; General Agent L. A. Cerf, Mu- 
tual Benefit in New York; Agent Harry 
B. Rosen, New York Life in New York 
City; Dr. Charles E. Albright, agent of 
the Northwestern Mutual in Milwaukee; 
Agent C. H. Anderson of the Mutua: 
Life and Penn Mutual in Chicago; Gen- 


| of insurance 


each year and develops 
other agents to become large producers 
besides conducting a large general 
agency. 

“His accomplishments with the Trav 
elers have been as follows: He started 
with the company in 1915 and has 
ranked first for the company four years 
and either second or third for three 
years both as the largest personal writer 
and leading general agent, besides hav- 
ing also developed in his agency large 
personal writers for the company, many 
of whom had not been in the insurance 
business before. Mr. Huff is regarded 
as an authority on life insurance and 
is held in very high esteem.” 

* * * 

Two of the leading insurance sellers 
of St. Louis, in selecting their lists of 
twelve men who they believed excel any 
others now in the business, put forward 


| dozen: John L. 


John I. D. Bristol, Northwestern Mu- 


tual manager in New York; Winslow 
Russell, vice-president Phoenix Mutual 
Life. 

> 7 


The other man { 
Shuff, 


offered the 
hom 
eral agent Union Central at 


office gen- 


Cincinnati 


Griffin M. Lovelace, Darby A. Day, Mu- 
tual Life manager, Chicago; Edward A 
Woods, Winslow Russell, Charles 
Jerome Edwards, D. P. Kingsley, Will- 
iam Alexander, John J. Griffin, Henr 
B. Rosen, Haley Fiske and John J 
Parker 


A third St. Louis general agent had 
somewhat different views. His list fol- 
lows: Darby A. Day, Darwin P. Kings- 
ley, Edward A. Woods, Franklin W 
Ganse, home office manager Columbian 
National in Boston; Haley Fiske, Law- 
rence M. Cathles, vice-president South 
land Life and president American In- 
stitute of Actuaries; Griffin M. Love 
lace, Harold Peirce, Philadelphia agent 
New York Life; A. S. Wing, president 
Provident Life & Trust; John J. Parker 


eral Agent Perez F. Huff of the Trav- 
elers in New York. He introduces Mr. 
Huff in the list of the immortals and 


gives his reason for placing him there | mentioned for 


perience in all branches of the business. 
His record is unsurpassed because he 
not only has been among the largest | at 
personal writers in life insurance for 
the past twenty years, but has, in addi- 
tion thereto, acting as general agent, 
developed agents to become large pro- | at Carnegie 
ducers and is at the present time con- | ander, secretary 
ducting a school of salesmanship, he | New York; 
being the only general agent in this 
country who writes personally millions 


Cleveland; 


M. 


Griffin 


AST week Tue Nationa UNpbERWRITER introduced a 
L. half-tone cut of a well-known life insurance man and 

asked its readers to guess its identity. A number of 
letters received at editorial headquarters leave the impres- 
sion that Tne NATIONAL UNDERWRITER Was trying to deceive 
its readers and had really introduced some sheik from the 
desert sands ot Arabia. One writer suggested that the per- 
son whose picture was presented might well vie with Ro- 
dolph Valentino in his impersonation of the denizens of the 
desert 

This week Tue Nationa UNDERWRITER is presenting 
the before and after taking lhkeness. The so-called sheik is 
none other than Darby A. Day of Chicago, manager of the 
Mutual Life and president of the Chicago Life Underwrit- 
Association. The picture with the magnificent and 
luxuriant hirsute growth well represents him as he looked 
when he was manager of the company at Albuquerque, 
N. M., prior to being called to the home office as supervisor 
In those days, Darby is said to have had the 


ers 


ot agents. 





D. A. 
Vintage of 1902 


DAY DARBY 





some men who heretofore have not been * 


the honor. 


York Life in New York City; John J. 
| Parker, agency solicitor New York Life 
Dr. John 
now vice-president of the Equitable, and 
Lovelace, who 
mental in forming the insurance school 
Institute; 
of the 
Haley 
Metropolitan Life; Charles Jerome Ed- 
wards, manager Equitable at Brooklyn; 


A. 


Vintage of 1912 


and Winslow Russell. 
> 
However, An 


official of a company with home 








as follows: they did not attempt to list their can- | office in St. Louis put forward: Henry 

“Mr. Huff has an unequalled record | didates in the order of their greatness. | p eng ‘healt A Otani. Haley 
which is unique in life insurance his- The first man’s selections follow: | Fiske "Witeslow Maceett lol i anh 
tory, in that he started 33 years ago as | Darwin P. Kingsley, president New | Russell home an a ane Pacific 
a stenographer and worked his way up | York Life; M. G. Bulkeley, president | \utual at Los Angeles: Darbv A ‘Da 
in every department, becoming a pro- | Aetna Life; Edward A. Woods, mana-|] B Durvea general agent Penn Mu- 
ducer at the age of 19 and a general | ger of Equitable of New York at Pitts- | tual at San Senaciene . S Albritton 
gent at 21. He has had personal ex- | burgh; Henry B. Rosen, agent New | general agent Minnesota Mutual, Dallas. 





Tex.; Dr. C. E. Albright, Milwaukee 
7 agent Northwestern Mutual; C. J. Ed- 
A. Stevenson, | wards, John I. D. Bristol and H. W 
Gennerich, New York agent Guardian 
were instru- | Life. 


Another man nominated: J. L. Shuff, 
Griffin M. Lovelace, J. B. Duryea, Ed- 
ward A. Woods, Winslow Russell, C. 
president | J]. Edwards, D. P. Kingsley, William A 
Alexander, John J. Parker, Darby A 
Day, Henry B. Rosen and Haley Fiske 


William Alex- 
Equitable of 
Fiske, 


Darby A. Day—Before and After Taking 


finest bunch of whiskers in the Rocky Mountain territory. 
lhe next picture shows him as he became a little more 
refined and had lost the sheik-like expression. It was taken 
probably ten years ago when he was blossoming as a rose 
and just starting on the high road to glory as he took the 
management of the company in Chicago. The third picture 
shows Darby Day as he looks today in all the effulgence 
and glamour of 1922. He will be the big thing at the an- 
nual convention of the National Life Underwriters Asso- 
ciation to be held in Chicago next year. 

rhe first prize going to the first man to establish the 
identity of the picture last week goes to Karl B. Korrady of 
Chicago, manager of the Missouri State Life. The second 
prize goes to John L. Shuff, Cincinnati, manager of the 
home office agency of the Union Central Life. The third 
prize was taken by Jules Girardin, general agent of the 
Phoenix Mutual Lite in Chicago. The fourth prize was cap- 
at ig by A. W. Brown, Davenport, manager of the Mu- 
tua ite. 








DAY DARBY ARTHUR DAY 


Vintage of 1922 
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HOME OFFICE TRAINING | 
OF AGENTS PREFERRED 


Actuaries Criticize Work of Men 
Graduated From Outside 
Institutions 
TOO STRONG ON THEORY | 
Greater Loyalty Inculcated by Company 


Training, Speakers at American 
Institute Meeting Hold 


ST. LOUIS, MO., Nov. 5.—A prac- 
tically unanimous sentiment in favor of 
the education of agents by the compa- 

s themselves at their home offices, 

Ss against the use of outside institutions, 

as evidenced at the session of the 


American Institute of Actuaries, meet- 


ng here this week, which was devoted 
to agency pré ms. Some rather se- 
vere criticisms of the work of the 
utside in ions were made a 








Hale of the Northwestern National 
declared that agents who had attendeg 
such institutions, according to his ex-| 
perience, had been harmed rather than 
helped. He said that they learn a good | 


deal ot theory and then try to show 





what they know rather than devoting} 
their time to selling insurance ‘ 

was strong in the belief that the train-| 
1g should be done at the home office. 
educating the agents as to the aims of | 
the company, drilling them in its poli-| 


cies and what they do 


Blackburn's Four Essentials 


Thomas W. Blackburn, secretary of | 
the American Lite Conve ntion, who Wiis | 
attendance at the meeting, said that 


there were four essentials for the suc-} 
insurance salesman—initia- | 
igence, industry and integ-| 
he needs to know mucly] 
bout actuarial topics,” said Mr. Black- | 
burn. “Many a good agent has been 
spoiled trying to make himself an} 
M. A. Linton of the Provident Life 
& Trust said that the question had been 
i very serious one with that company 
\ith the 15 or 20 men who had gone 
to outside institutions, the results had 
been singularly disappointing. He did 
not think that any of them had been 
“spoiled,” but they had brought in very 
little business, and some of them have 
leit the company. He considered that 
the big problem is to get the right type 
of general agent, who can inspire confi- 
dence and help the men under him. 


| 
| 
} 
| 


Union Central's Plan 


W. Howard Cox, assistant secretary 
of the Union Central Life, said that 
company’s results with training at out- 
side institutions had so far been unsat- 
isfactory, although he was somewhat 
uncertain as to whether it was the result 
of the training or the fault of the par- 
ticular men selected for it. His view 
was that men should be developed in the 
agency and that the general agent or 
manager should look after the training 
work, with some assistance from the 
home office. He told of his company’s 
practice in sending out a bulletin, con- 
taining general information, sales mat- 
ter, new policies and similar material, 
which can be used in that connection. 
It is also the practice to send out a 
team from the home office, which will 
spend a few days in a district, holding 
meetings, and bringing up to date the 
information that the field men have. 
These instructors will also answer any 
questions which the agents may have to 
propound and hold individual talks with 
the men in regard to their problems. 

P. N. Thevenet, secretary of the 








Southland Life, said that the important 


A Big Trip For You 





MISSOURI STATE LIFE BULLETIN 39 





Convention of Quarter Million Club To Be Held On 
Pacific Coast In 1923 








es ek SO 


“oe ge) oer 


grandeur throughout 
Trip in 1923 will 








“A Convention 








An Evening Scene in the Rocky Mountains. 


The austere beauty of this scene is only rivaled by the ever-changing 


THE VALUE OF THE QUARTER MILLION CONVENTION TRIPS 
AS EXPRESSED BY A* CLUB MEMBER 


thusiasm, clever ideas and a treasure list of personalities. The answer to the 
oft repeated question—'how does he do it’ found a ready answer in the 
ideas expressed by the leaders. * * * It was a broad visioned awaken- 
ing to the tremendous possibilities the life insurance field offers. My vote 


of appreciation to those who planned the trip cannot be denied. A lasting 
benefit has been realized in my own case.""—A. J. KiLtorin. 





the West. Quarter Million men on the Convention 


and majestic environment. 


rs 


revel in magnificent 


replete with varied- pleasure, rarest pep, keenest en- 





THRU OUR NEW PLAN 


Under our New Plan of liberalized Substandard Coverage and our attractive method of handling Surplus 
Business, you can earn a trip to the Pacific Coast on business which your own Company will not handle. 
This Company offers you a regular and open channel in which to place all Surplus lines, standard and 
sub-standard, in Life, Accident, Health and Group. 

You can qualify for this trip on Surplus business if you begin now to build for volume required. On all Sur- 
plus business placed with us, we allow liberal first year commissions and guaranteed non-forfeitable renewals. 


Missouri State Life 


INSURANCE COMPANY 


M. E. SINGLETON, President 


Home Office: ST. LOUIS 


LIFE-ACCIDENT-HEALTH-GROUP 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 


Bankers Life Company 


DES MOINES, IOWA 
GEO. KUHNS, President 














Established 1879 




















A Few Reasons 
WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Address—The Agency Manager, W. F. MACALLISTER 























American National Insurance Company 


OF GALVESTON, TEXAS 


W. L. MOODY, JR. SHEARN MOODY, Ww. J. SHAW, 
President Vice-President Secretary 
SEMI-ANNUAL STATEMENT JUNE 30, 1922. 
ASSETS LIABILITIES 
Real Estate Owned.......-...+- $ 937,224.46 Net Reserve (American Experi- 
Mortgage Loans (First Lien).. 4,857,864.45 ence 3 and 354%)..«-+++. +++ +$10,438,249.92 
Collateral Loans ...+..e+seseees 25,000.00 Reserve for Death Losses in 


Loans Made to Policy-holders process of Adjustment, or 








(on this Company's Policies). 1399.18076 Adjusted and unpaid... 55,633.00 
Coa in’ ‘Banks RIOT 1,348,642.85 Reserve for Taxes, etc.......- 58,293.06 
Certificates of Deposit........-. 18,781.00  Unearned Interests......+.++.+. Bary 
Interest Due and Accrued...... 267,901.44 ~ Re ge Be liabilities............. . 
Deferred and Uncollected Prem- none 4 = ones $ 

iums (Less Loading)........+- 258,909.09 mo unds....-+ 1,361 09:55 
Premiums actually collected and —— oe gel ee 

p Seneneen <o SeeS Of nn Holders ......cccccsessseeeeees 2,108,916.55 

Total Assets.......sseeees- $12,849,869.90 Total ..ccccccccccees eeeeeee$12,849,800.90 


Ordinary and Industrial Life Insurance in Force, $165,613,035.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 























thing in the discussion of educationa! 
work was the recognition that the 
agent ought to be educated. “I would 
prefer that he had some education in 
some institution before I get hold of 
him,” he said. “He can’t come out of 
an institution and be a_crackerjack 
agent. It is the same way with col- 
lege graduates generally. When a man 
who has completed an engineering 
course starts into practical engineer- 
ing work, he will probably be put to 
driving stakes. If an agent is _ re- 
quired to know something before he 
starts in, the labor in educating him to 
our ways will be much easier.” 
Phoenix Mutual Program 


M. Larus ot the Phoenix Mutual 
told something of the program of that 
company by which a certain amount of 
home office training is given to every 
agent with which it contracts. He 
said it had a very limited experience 
with graduates of other schools, but 
felt that for a company which did not 
maintain a regular home office school 
of its own, the expense of home office 
training would be rather heavy. Un- 
der the Phoenix Mutual plan, the agent 
stands the travel and living expenses 
of attending the home office school. 
The company pays him a guaranteed 
salary while he is there, but it is ex- 
pected that he will have to dip into his 
own pocket book to some extent and it 
is believed that that fact will make him 
take a greater interest in his work. 
The course was formerly six weeks. 
but has now been cut to one month. It 
has been found best not to require a 
man to take the home office course be- 
fore he has had any field experience. 
A man without any practical training 
at all in life insurance is likely to be- 
come theoretical if his first training 
is of that sort. The practice is now 
to take on agents and try them out for 
probably a month before they are sent 
on to the home office. It has been 
found that the intelligence test and per- 
sonal history test, in spite of the good 
results obtained from them, are not 
conclusive and that the month’s prac- 
tical work will weed out any who are 
not fitted for life insurance. 


Creates Greater Loyalty 


Mr. Larus held that under the home 
office training plan an avent gets in 
closer contact with the officials of the 
company, learns its methods and ideals, 
and is bound more closely to the com- 
pany. The fieures available on the few 
men with that company who have been 
trained in outside institutes show th¢t 
there is a higher turn-over among 
them, while the turn-over among the 
men trained at the home office school 
has been cut down very greatly. Over 
half of the lectures in the course are 
given by home office officials, who are 
thus brought into close touch with the 
agents. 

L. A. Anderson of the Central Life 
of Des Moines also favored home office 
instruction. He said that he had had 
some experience with men trained on 
the outside, that they developed great 
enthusiasm and were probably better 
men for the training, but were more 
likely to leave a company. He favded 
a plan of getting the agents together 
in comparatively small groups = and 
having three or four home office men 
go out to talk to them, answering 
questions and taking up _ the particu- 
lar problems of that field. He said 
that the success of this plan depends, 
of course, on how many men with 
agency experience there are in_ the 
home office and that in some of the 
smaller and newer companies there 
might not be enough men of that type 
to make such a plan practical. 


Course in Two Sections 


W. A. .P. Wood of the Canada Life 


thought company classes. preferable. 


He said that the work conducted by 
his company was divided into two sec- 
tions. The first is a correspondence 
course, consisting of a series of book- 
lets which the agent reads and then 
passes an examination on them. He 
conceded that it was not the 


best form 





of training, but said that it was possible 
to reach every person entering the busi- 
ness in that way. The second section 
consists of classes held at the home 
office, which bring the men in the field 
into personal touch with the home 
office and company officials, which he 
believes is of great assistance to the 
field men. Most of the company offi- 
cers take up some one topic in connec- 
tion with these classes, dealing not 
only with agency matters but other 
features of the company *s work. 

S. L. Phelps of the Lincoln National 
pointed out one advantage of having the 
educational work handled by the home 
office, that the same organization could 
be used in educating home office 
clerks. He said that his company’s 
course, with a few exceptions, was as 
of great value to the clerks as to the 
agents, that home office employes have 
been urged to take it and that those who 
have completed it have found it of 
great value. 

Effect of Actuarial Training 


J. G. Parker of the Imperial Life oi 
Canada did not hold to the view ex- 
pressed by some others that actuarial! 
training was harmful to a salesman and 
said that some men trained in the actu- 
arial department of his company had 
made very strong field men. He said, 
however, that a man of this sort must 
have the salesmanship instinct strong 
enough so that it will not be hurt by 
such training. F. B. Mead of the Lin- 
coln National said he knew of at least 
three actuaries who had made good in 
the agency field. 

A. C. Bigger, president of the Amer- 
ican Life Reinsurance of Dallas, who 
was called on for some comment on 
agency questions, said that while he 
had been out of the agency end for 
four years, he had had 11 years con- 
tinuous service as an agency super- 
intendent and was still interested in 
that end of the work. He made some 
suggestions as to how agency organ- 
ization and agency management could 
be improved in many cases. 

: Anderson, in commenting on 
Mr. Bigger’s remarks, said that in his 
experience with the state insurance de- 
partment he had found that in some 
companies the agency department felt 
that it must have everything that any 
other company had in the way of pol- 
icy contracts. His view was that when 
a company has policies that sell, ths 
agents should be urged to dwell on 
them, to talk what’s in the rate book, 
what’s tested and tried. He said that 
issuing new policies to meet or béat 
some other company is an expensive 
business. 

Commissions on Reinsured Cases 


Another question discussed at the 
agency session was that of the limita- 
tion of commission on large risks 
which are reinsured. C. O. Shepherd 
of the Missouri State Life said that 
it depends largely on the gross amount 
which a company will handle. His 
company’s practice is to make no modi- 
fication of commission on amounts up 
to twice its net retention. Above that 
amount there is some modification 
Robertson Hunter of the Equitable of 
Iowa said that the agents of that com- 
pany were paid full commission and 
that if a man could write a $100,000 
case he was put on an equality with 
the agent of another company which 
might retain the entire amount in such 
a case. J. P. Bowerman of the George 
Washington Life said that if his com- 
pany would write $50,000 and reinsure 
$40,000 the agent would be allowed full 
commission on the $10,000 retained. 
and on the $40,000 a debit and credit 
system was adopted. He was credited 
with the full commission, to which was 
added the commission from the rein- 
suring company, and debited with the 
actuarial loading. unless this should 
give him more than the regular com- 
mission, in which case that commis- 
sion was allowed. J. E. Flanigan of 
the Bankers Life of Des Moines said 
that his companv pays full commié- 
sions on the entire amount and con- 

(CONTINUED ON PAGE 21) 
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TO BUILD IN CHICAGO: 


CENTRAL LIFE BUYS ITS SITE | 


12-Story Chicago Home Office Building | 
to Be Erected by Ottawa, IIL, 
Company 


Definite announcement is now made by 
the Central Life of Ottawa, Il., regarding 
s proposed home office building in Chi- 
cago. Some time ago the company de- 
cided to move its headquarters to Chicago 
nd since that time several announcements 
ave been made as to the prospective site, 
ach having been premature. The com- 
any, however, has finally closed a deal 
for the purchase of a site on the south- 
west corner of Superior street and Michi- 
gan avenue, in the heart of the new busi- 

ss section on the boulevard. 

\ twelve-story structure is to be erected 

that site, the company expecting to let 
the contract for erection during the early 
spring of 1923. The building will probably 
e ready for occupancy the latter part o 
the year or the early part of 1924. D. H. 
Burnham, a prominent Chicago architect, 
has been secured to draw up plans for the 
new home office building. The title to the 
new site was taken by Charles Nadler, one 
of the directors; W. H. Hinebaugh, di- 
rector and general ‘counsel, representing 
the company in a legal capacity. The 
\lichigan avenue site, which fronts 55 feet 

1 the boulevard and 68 feet on Superior 
street, was purchased for $215,000. 

It was first announced that the company 
vould build near the Drake hotel and 
later announcement was made that a site 
t Elm street had been purchased, though 
neither of these deals were completed 
President H. W. Johnson now announces 
that this purchase of the Superior street | 

e is completed. It is in the new business | 
section in which the Illinois Life, National | 
Life, U. S. A., Chicago National Life and | 
several fire and casualty companies have 
recently purchased building sites. 





COURT RULES AGAINST STOUT 
Deposed President of Central Life of 
Kansas Refused Order for Elec- 
tion of New Board 








The Kansas supreme court has re-| 
fused to order a new election of the | 
hoard of directors of the Central Life | 
of Fort Scott, Kan. It also refused to} 
grant an injunction to H. L. Stout, de- | 
posed president of the company, to pre- | 
vent the present board carrying out its 
present plans. George Marble, who 
succeeded Stout as president, and R. S. 
Tiernan, secretary and the managing | 
officer, have already obtained in the dis- 
trict court an iniunction against Stout 
interfering with the plans of the direc- 
tors and directing him to return all files 
and papers which he is charged with 
removing from the company’s vaults 
and taking to Kansas City. The case 
was argued in the supreme court early 
1 the week on a motion to advance to 
as early a hearing as possible. Mr. Stout 
wanted a new election of directors to be 
conducted under the supervision of the 





urt or the insurance department. 

The new management of the company 
has come out with a bitter attack on 
Mr. Stout, especially as regards invest: | 
ment matters and his attitude toward | 





purchasing of farm mortgages by | 

the company, and gives that as the rea- | 

1 for the controversy which resulted 

his removal from the presidency, 

rather than the difference of opinion in 

regard to the plans for a new home of- 
building, as previorsly reported. 





The Northwestern Mutual agency force 
Indiana held a two-davs’ session in|! 
Indianapolis last week with General | 
\gents Pinkus. Mills & Pinkus. The ses- 
sions of the meeting were taken up with | 

salesmanship talks. 
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HOW COME? 


__ When J. P. Fordyce, the Agency Manager of another 
life insurance company, decided to return to active field 
work in his home state of Washington where his own com- 
pany had already assigned the territory—he turned to The 
Lincoln Life. 


—_—_— — His years of experience 
in the field and,as a Home 
Office official ably fits him 
for the work as Washington 
State Manager for The 
Lincoln Life and his organ- 
ization work has started from 
his Spokane headquarters. 


_His field and Home 
Office experience enabled 
him to expertly judge com- 
panies as to their service 
tacilities—the most vital point 
for a field man to consider. 
He visited a number of Home 
Offices—and HE PICKED 
THE LINCOLN LIFE. 








J. P. FORDYCE 


_ “T have always admired the remarkable progress of The 
Lincoln Life and have admired the character of its officers 
as I learned to know them,” he says. 


_ “The spirit of The Lincoln Life Home Office organi- 
zation impressed me deeply by its harmony of purpose and 
action, seemingly moved by the desire to achieve a definite 
Company policy of service.” 


Those benefit by this “definite Company policy of 
service” who 


—— ————___— 





if 


(CINK UP (Swimm THe (LINCOLN) 


The 
Lincoln National Life 


Insurance Company 


**Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 








Now More Than $225,000,000 in Force 
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The Tax 
disagree 
with op 


stand on some public questions, they are 
in his position that there must 


may 
Idaho 


W HILI many people 


Senator Borau of his 


with him 


be a decrease in public expenditures or 
at least there must not be further addi- 
tions to the tax burden of the country. 
Many of us are not aware as to what 
lengths the various taxing bodies have 
gone in piling up public debts. For in- 
stance, we have a national debt now of 
$22,000,000,000. In spite of all this a 
large majority of the members of Con- 


gress were perfectly willing to saddle 
on the country a vastly increased debt 
in the way of a soldiers’ bonus. 

Study the tax rate of any state or 


municipality and you will find that it has 


increased from 50 percent to 300 per- 
cent in the last four years. The rail- 
roads are iying out today 50 percent 
of their net earnings in taxes. Most 
of the roads are paying over $1,200 
per mile in the way of taxes. The taxes 
on the railroads ‘have doubled the last 
five vears. The taxes on insurance com- 
panies have mounted up remarkably. 
We are being made a nation otf tax- 
payers and in spite of it all the taxing 
bodies are still involving us in greater 
debt. Senator Borau has come out very 
strongly against any further increase 
of tax burdens. In fact, he says that 
normal conditions in business cannot 
come until tax load on industry and 
trade is reduced. Those who have to 
do with searching out sources of revenue 
Touching Life 
One of the successful life insurance 


men declares that an agent cannot touch 
life at too many should be 
interested in a multitude of 
he can be an authority on one or 
much the better. He meets hundreds of 


points. He 
things. If 


two, so 


different people. They have as many 
different interests. One man’s mind 
runs to one thing, one to another. Every 


man has subject im 
which he is intensely interested. It may 
be his own work, may be some form of 
recreation, it may be some hobby. 

If, therefore, an agent can talk with 
intelligence on the subject in which a 
prospect is particularly interested it 
makes a contact between -these 
minds. That, after all, is the secret of 
successful approach. Until this contact 
is formed by some means or other the 
agent will not get the prospect’s inter- 
est. Once find that contact point and 
the agent has an advantage. 

Frequently when an agent enters the 
office of a prospect he is unable to se- 
attention. He sees that the 


some particular 


two 


cure his 


Overload 


realize that within the last year or so 
the springs from which the tax flows, in 
many instances are drying out. Busi- 
ness, commerce and industry is greatly 
hampered by the tremendous. tax 
charge. We are putting a handicap on 
thrift and frugality. Agriculture, too, is 
bearing a tremendous tax burden. 

The INSURANCE FEDERATION is doing a 
splendid work. Could it not go a step 
further and contribute not only to in- 
surance but the public weliare by mak- 
ng a study of taxation and revealing 
to the public the load we are carrying 
now and showing the tendency to in- 
crease it? Would it not be well to have 
a showdown of all candidates that are 
presenting themselves before the public 
on this subject? Insurance companies 
and insurance people should be tremen- 
dously interested in this tax question. 
In many cases it is creating despair and 


the people. It 
INSURANCE IFEDERA- 


hopelessness among 


us that the 


scems to 


#10N could assume the obligation to en- 
lighten the insurance voters as to tax 
conditions of the day and ascertain just 


what position candidates for legislative 


positions and administrative offices are 
taking on the tax subject. 
In some states there are 


pared corporation income tax bills. 


being pre- 
This 





| ahead 





means that insurance companies will be 
taxed more and more. With states en- 
cumbered with heavy debts the public 
authorities are casting about for further 
sources of taxation. It is the time for | 
everyone to be vigilant. It is the time 
to talk public economy. 
. 

at Many Points 

prospect’s mind is wandering some- 


| 
There is no radiant glow. 
The prospect is indifferent. He does 
not warm up. If he has some subject 
that he can bring up that will arrest the 
attention of the prospect and get him off 
the track he is following he has the op- 
then of presenting the cause 


where else 


portunity 
of lite insurance. The more versatile a 
nan in his knowledge, the more wide 
awake he is in his interests, the more he 
knows about different subjects, the 
better equipped life insurance agent he 
is. He not be an expert in ex- 
plaining the technique of his policies but 
| he has a human interest in the vari- 
ous activities that engross the attention 
of men he has a powerful weapon in his 
hand. 

Therefore, it behooves a life agent to 
cultivate a wide field. He should let 
his eyes wander over an extended land- 
scape. His ears should gather much 
valuable knowledge. He need not be an 
expert or an authority on all these vari- 
ous subjects, but if he knows enough 


may 


about them to talk with intelligence he 
has a wonderful possession. 














| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





J. B. McKechnie, general manager of 
the Manufacturers Life of Toronto, 
Canada, was an interested visitor at the 
home office of the Maryland Casualty 
last week. Mr. McKechnie went to 
Baltimore following the meeting of the 
Actuarial Society of America for the 
purpose of studying the Maryland 
Casualty home office structure. The 
Manufacturers Life has purchased a five 
acre site, one mile from the financial 
center oi the city upon which a new 
home office building will be erected next 
year. Mr. McKechnie is gathering ideas 
and building plans that will be embodied 
in the company’s new home office build- 
ing. The Manufacturers Life is forging 

steadily. It now has $40,000,000 
assets, $225,000,000 of insurance 
and is 33 years old. 


In lorce 


In sending Senator George Wharton 
Pepper back to the United States senate 
in Tuesday's election, the voters of 
Pennsylvania honored one of America’s 


best known life insurance law special- 
ists. Mr Pepper has been ge neral coun- 
sel for the Penn Mutual Life for many 
years and is an honorary member of 
the Philadelphia Association of Life 
Underwriters. So highly is he esteemed 
by the insurance traternity that a com- 
mittee of life underwriters figured prom- 
inently in his primary lection cam- 
paign 

For 13 vears he was protessor ol law 
it the University of Pennsylvania, his 


alma mater, where he devoted himseli 


chiefly to the teaching of insurance and 
corporation practice. More than one 
successful insurance lawyer ae gan his 
career under Professor Pepper’s tute- 
lage. Mr. Pepper, who is 55 years old, 
has been in the senate since last Jan- 
uary, when he was appointed to fill a 
vacancy caused by the death of Senator 
Penrose. He also ranks high as an au- 
thor and a leader in religious and phil- 
anthropic work. 


Herman Rosenberger this 
celebrate the 28th anniversary of his 
connection with the Metropolitan [ 
of which he is general agent in charge 
of the branch office at 1700 Market 
strect, Philadelphia. Mr. Rosenberger 
is confident that his will beat its 
peak record of 1920, as of busi- 


office 
volume 


ness so far this year is running well 
ahead of the same period in previous 
years. Income tax coverage he feels is 
the best card in his hand, with consid- 
erable emphasis also on policies for edu- 
cational purposes. He says the insur- 
ance business is brightening up along 
with the improvement in general busi- 
ness conditions. One local factor of im- 
portance is the fact that, for the first 
time since the armistice was signed, 
there is virtually no unemployment in 


Philadelphia. 


M. E. Farnsworth, who has been ap- 
pointed planning manager of the home 
office of the Acacia Mutual Life of 
Washington, D. C., which was formerly 
the Masonic Mutual Life, formerly held 
this position with the Lincoln National 
Life. He has had 12 years’ experience 
in mechanical telephone and industrial 
engineering. Before he went with the 
Lincoln National he was connected with 
the Central Scientific Company of Chi- 
cago. He took his present position Oct 
5. Mr. Farnsworth is regarded as a 
man well informed in his: line. 


J. W. Petrie, editor of the “American 
Insurance Digest” of Chicago, has es- 
tablished his headquarters at Hartford, 
Conn. He is located at 49 Pearl street. 


Ralph C. Lowes, Jr., who has resigned 
as lieutenant in the United States Navy 
to go into partnership with his father, 
Ralph C. Lowes, Sr., of Peoria, Ill., state 
manager for the Lincoln National Life, 
has made a great record in athletics. 
He was captain of the Navy basket ball 
team in 1918-19 and since graduating 














LIntT. RALPH ©. LOWES, JR, 








Gives tp Commission in Navy to Enter 

Life Imsurance Work at Peoria 
I t! a\ academy at \ inapolis 
has bec captain ot the basket all team 
and for the last thre irs has won 
the United States Atl Fleet cham- 
pionship. He teels that he can accom- 
plish more in life insurance than in the 
navy Mr Lowes’ father has made t 
distinct success in life insurance work 
and is building up a fine usiness in 
Illinois for the Line Nat 

President C. W. Brandon of the Co- 
lumbus Mutual Life wil n Chicago 
all this wee! He will b ttending to 
agen latters until Friday — Satur 
da when he ill attend the annual 
neeting ft the Life Agency Officers’ 
Association H vill go from Chicago 
to Detroit () luesday o this week 
he tendered a luncheon to E. E. Besser 
ind his agents in Chicago at fhe Hotel 
Sherma (in Wednesday he was host at 
a luncheon tor James A. Grizzard and 
his Chicago agents. On Thursday he 
tendered i luncheon I ( hicago to E. 
] Rullman and his agents 

In reading one day in his newspaper 
of an unusually large number of auto- 
mobile fatalities and near fatalities, 


E. W. Hillweg, secretary of 


assistant 


the Northwestern National Life of Min- 
neapolis, was moved to the following 
poetic outbreak, printed in the company 


bulletin: 


KIPLING, UP-TO-DATE 


A fool there was and he made his prayer 
ro a high-priced car and a maiden fair— 
Even as you and I 
He neglected his calling to run his car 
And he drove the maiden both near and 
far— 
Even as you and ! 
He'd cross all railroad tracks on high 
While hugging the maiden with many a 
sigh 
Even as you and I 
He did not heed the whistle and bell 
Now he and the maiden are both in— 
(Well, let us hope, Paradise)— 


Even as you and I—hope to be. 
William S. Ashbrook, secretary of 

agencies, Provident Life & Trust, takes 

pride in the fine collection of portraits 


which almost completely covers the 
north wall of his private office. Each 
one is neatly framed and represents a 


general agent of the company. Virtu- 
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illy every section of the United States 
s represented. Mr. Ashbrook feels that 
these photographs put him in closer 
touch with the agency force. He says 


that when a delicate problem comes up | 


is sometimes a help to him to be able 
to visualize the writer and thus, to a 
vreater extent, humanize the corre- 
-pondence. 


E. . Fowler, general agent of the 
New England Mutual Life of Chicago, 
eturned to his office this week after an 
bsence of seven weeks due to illness, 
nd is again in shape for active work. 


Manager L, Brackett Bishop of th: 
Massachusetts Mutual Life, Chicago, 
one of the notable globe trotters im lite 
nsurance, will leave this week for a 
trip of two months and a half throug 
South America. 


Henry S. Terbell, for over 30 years 
connected with the head office agency 
department of the Equitable Life oi 
New York, died at his late home in New 
York City last week. Mr. Terbell en 
tered the employ of the 
1890, and at the time of his passing 
away was a member of the 30-year 
corps of the Equitable Vetera 
When the agency clubs wer: 
1912 he was given charge of all matters 
relating to their annual gatherings, and 
so Satisfactorily were the duties per- 
formed that Mr. Terbell was later ap 


pointed transportation agent. He was 
grandso.. of Henry S, Terbell. one of 
the original directors of t! -quitable 
Amone the varied tivities of the 


late T. DeWitt Cuyler, chairman of the 
\ssociation of Railwa Execu ves, and 
i leading figure in American railway 
and banking circles, who di suddenly 
n Philadelphia, were directorships 

the I quitabl. I ife of New York, the 
Pennsylvania | ted States 
(j;uarantes H 
of the Equitable Life, keenly intereste« 








e had long been a trustee 


in its development, and was present at 
i mecting in .ts oftices the dav before 


he died 


David M. McFarland, assistant editor 
of the “Insurance World” of Pittsburgh 
has resigned to 
nanager of the “Unite 
\dvocate.” 


become advertising 
t 


1 Protestar 


Modest seems to be a ot neral char 
teristic of great men, and Henry C. 
Lippincott, who retired last week as 
manager of agencies in the Penn ) 
tual Life, is no exception to t 


In announcing |. Howard Jefferies as 


is successor, Mr. Lippincott said Mr 
lefferies would carry on the work better 
than he himself had done. I xaminatiotr 
of a 78 page history of the Penn Mu 


tual for facts regarding Mr. Lippincott's 
career developed that it contained onl 
one sentence referring to Mr. Lippi 
ott, although officials of the company 
aid that he had contributed more to its 
upbuilding than probably any ot 
man The situation was explained by 
the fact that Mr. Lippincott himself 
had compiled the history 


A. W. Briscoe, Alabama _ insurance 
commissioner since 1919, has resigned to 
hecome state manager and ssistant 
eneral counsel of the Columbia Mutual 


Life of Me mphis. Mr. Briscoe will have 
his office in Montgomery. Governor 
Kilby appointed R. P. Coleman 
ommissioner, as Mr. Briscoe's succes- 
sor. Mrs. Mary Hughes, chief clerk of 
the insurance department, was promoted 
to assistant superintendent. 


Vincent P. Whitsitt has been ap 
pointed an assistant secretary of the As 
sociation of Life Insurance Presidents 
He has been a member of the organiza 
tion’s staff since August, 1920. In the 
first year of his employment Mr. Whit- 
sitt was connected with the statistical 
department, going later with the legal 
branch. A native of Salem. Ind.. where 
he was born in 1891, Mr. Whitsitt was 
graduated from the Dupauw Univer- 
sity, subsequently entering the Colum- 
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to 


bia Law School. He was admitted 
the New York bar two years ago Dut 
ing the world war he entered the army 
as a private, and was successively pro- | 
moted up to a captaincy 

The members of the central bran 
ot the New York Life 1 Chicago, or 
which J. A. Campbell is manager, ar: 


}all “teeing off” for the great winter pro 
duction campaign of the office Mr 











Campbell has instituted a novel and 


very interesting contest, every man 1! 
his office now being on his toes to hit 
the mark He has started two can 
paigns. one for the $200,000 men and 


one for the $100,000 men. For the $200 
000 contestants a large “19 hole” golt 
course has been set up in the office, the 
daily advancement over the course of | 
each player being shown. Andy Gump | 
is shown at the “19th hole.” awaiting the | 
arrival of the winners. For the $100,- 
000 men a two track horse racing field 
has been set up, the men advancing 
from one to the second, then advanc 

g to the golf course, if they pass the 
$200,000 mark. Mr. Campbell is confi- 
dent of passing all production records 
in the remainder of this year, October 
iving shown an increase of 50 percent 


the same month of 1921. 


ver 


Robert Bacon English, secretary of 
the group division of the Aetna Life 
and son of Vice Pre sident Joel a Eng 
lish of the company. died Oct. 5 at the 
home of his father, West Hartford He 
was 38 vears old. 

Mr. English was born in Hartford 
in 1884. He was graduated from the 
Hartford High School in 1904 and trom 
Yale University in 1908 He attended 
the Harvard and Yale Law schools for 
two years. 

He entered the service of the Actna 
Life in February, 1912, in the claims d 
partment, and subsequently was elected 
secretary of the group department. Mr 
] lish was engaged at various times in 
: and military activities. He spen 
summer with Dr. Grenfell in reliet 


work on the Labrador coast 


no 
ng 
ic 


civi 


one 


Besides his parents and wife 
a son, Robert Bacon English, Jr 

President Robert J. Maclellan, of th: 
Provident Life & Accident, ot ¢ i 


nooga, Tenn., has been on 


trip going as far as Chicago. The com- 
pany 1s admitted to Illinois and so tat 
is only doing a franchise business it 
intends to open the field for lite business 
later on. October was “President's 
Month” with the Provident. It was a 


record-breaking month in the way ot 


production. The Provident Lite & \c 
cident is doing business ! 1) states 
This is its banne vear 
Celebrates Silver Anniversary 

The Illinois Bankers’ “Life of Mon 
mouth, Ill, celebrated the 25th vear ot 
its founding last Friday at an opet 
house to which residents of the city 


were invited 
holders the company nas 
through 20 states to 67,000 policvhol 


Launched with 515 policy 


expanded 
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@ay HE Chicago National 
Life Insurance Com- 
pany has special in- 
ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of | 200 stockhold- 
ers in both States. 


re 


2 





Five thousand leads received last 
[month from ‘our, stockholders. 


Chicago National Cnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, Ill. 














ers representing $105,000,000 of insur! 


ance in torce Its field extends south to 
Texas and west to California More 
than 800 agents are in the field now and 


t 1 to 1,000. W. H. Woods pres 


} 

| 

1925 1s expected to see this forces acl 
cCreasce 
dent 
| 

| 

| 


Want Meeting in Iowa 


\ mecting of the officials of 
ber ot lowa life comp. 
last week in Des Moines and it was the 
that the next an 
nual meeting o American Life 
Convention should — be held in that 
state Lee T. Dougherty, secretary an 
manager of the Guaranty Life 


inijs was meid | 
consensus of opinion 


f the 


general 
of Davenport. is president of the organ 
ization and it seemed anpropriate there- 
fore, to have the meeting in Towa. It is 
likely to be held in Des Moines. 
The executive committee of the Amer- | 
ican Tife Convention will meet in New 
York Dec. 7, and the time and place of 
holdine the next annual meeting will 
probably be determined at that time. 





Agents Wanted 


For local territory in Illinois and Missouri. 
Contracts as liberal as any company can 
afford to offer, combined with unsurpassed 
service to agents and policyholders. Open 
territory for several agents in Illinois. 





Liberty National Life 
INSURANCE CO. 


CAPE GIRARDEAU MISSOURI 


An old line legal reserve company 
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DOUBLE INDEMNITY — 
AND DISABILITY UP 


Change in Form of Disability 
Clause Suggested at Fall Meet- 
ing of Actuaries 


FOR LOW INCOME LIMIT 


Increase Above $10 per $1,000 Opposed 
—Effect of Three Months’ Clause 
for Disability 

\ criticism of the permanent disabil- 


made by J. 


ity form now in use was 
Philip Bowerman, actuary of the 
George Washington Life, before the 


Actuaries at its 
week, at the 


American Institute of 


meeting at St. Louis last 


session devoted to disability and double 
indemnity benefits. He said that this 
clause provides that a man shall not be 
totally long 


considered as disabled so 





AMERICAN 
CENTRAL 








| 


as he can earn money at anything. He 
declared that it is hard to find a case 
of that sort and that nine-tenths of the 
value of the clause as it now stands is 
in the provision which classes the loss 
of both eyes, both hands and other simi- 
lar contingencies as constituting total 
disability. He said he would like to see 
a clause adopted similar to that which 
has been in use by the Law Life of 
England since 1907, which grants total 
disability benefits in case a man is in- 
capacitated from carrying on his profes- 
sion or business. In that company it 
carries only a waiver of premium, but 
he felt that with proper rates it could 
be applied to the monthly income plan 
as well. 

. E. Flanigan of the Bankers Life 
of Des Moines said that company was 
now using such a plan but limiting it 
to well defined occupations, not liable to 
change. 

Benefits on Existing Policies 


The practice of most of the compa- 
nies with respect to adding disability 
and double indemnity benefits to exist- 
ing policies was shown to be rather 
liberal as regards the evidence of insur- 
ability, but with the policyholder usually 
paving the fee where a medical exami- 
nation is required. Arthur Coburn of 
the Northwestern Mutual said that the 
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INDIANAPOLIS, IND 
Established 
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1899 


feeling that there was a selection against | 
the company in such cases seemed to be | 
largely the view of the lay officers, 
rather than that of the actuarial and | 
medical departments. He said that his 
company issued the disability benefit on 
a physician’s certificate but was not so 
enthusiastic about double indemnity. 

F. B. Mead of the Lincoln National 
took a different view and said he was | 
more sure about the rates being ade- | 
quate for double indemnity and for total | 
disability. He was inclined to be more 
strict on the latter form. C. H. Beckett 
of the State Life of Indianapolis agreed 
with Mr. Mead. He said he believed 
the average company could give double 
indemnity in every case, without any s¢- 
lection, at a rate of $1.50 and come out 
all right, although he was not advocat- 
ing any such action. In the case of 
double indemnity he advocated a show- 
ing as to occupation, sight, hearing and 
heart. In connection with the inclusion 
of the latter requirement he said there 
were too many cases where a man 
stricken with heart disease might fall 
down stairs and his death be classed 
as accidental. 

Limit of $10 Per 81,000 


It was generally agreed that $10 per 
$1,000 of insurance would be the maxi- 
mum limit of monthly life income for 
the permanent and total disability bene- 
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PRESIDENT 


ling the 


fit and that anything beyond that was 
getting on rather dangerous grour 

The sentiment also was practicall 
unanimous against the insertion of 

clause providing for increased benefits 
five or six years after the claim has 
been incurred. It had been suggested 
that in many cases the person disabled 
would have money enough laid by to 
carry him through that period, but the 
view of practically all those who dis- 
cussed this topic was that the need was 
greatest at the time of disability or 
very shortly thereafer. M. W. Torrey 
of the Metropolitan Life suggested 
further that if there were to be any 
increases in the benefits granted, som« 
of the insurance departments might 
class it as health and accident business 
and insist on the use of the standar¢ 
provision. He said that the companies 


| had “gotten away with it” so far, but 
|; might not if the coverage were to be 


extended further. 


Amounts for Younger Ages 


There was considerable diversity of 
opinion as to the advisibility of lmit- 
amount of disability benefit 
granted at the younger ages. J. M 
Larus of the Phoenix Mutual said that 
the question of undetermined occupa- 
tion must be considered, and favored a 
limitation prior to the time when a 
young man becomes settled in_ his 
occupation. Mr. Bowerman held that 
the earning power must be taken into 
consideration, although that suggestion 
was questioned by George Graham of 
the Central States Life, who said that 
on that basis there would be no justifi- 
cation for granting life insurance at the 
younger ages. He did not consider 
a serious problem. Mr. Mead said that 
his company granted the benefit down 
to age 10, and had little disability at the 
lower ages 


Ask About Other Coverage 


L. A. Anderson of the Central Life 
of Des Moines thought that it was im- 
portant in granting these additiona 
be nents to know what coverage tl 
insured had in other companies He 
said that his company had recently put 


in two additional questions in the appl 
] 


cation blank for these benehts, one cov- 
cring the income and the other the kine 
and amount of similar protection 
other companies, including fraternal 
accident and health companies a1 
other life companies 

Mr. Mead thought there should be a 
limit to the amount of such coverage 
granted, s few peaple are making 
enough to justify a provision for 
large income in case of disability H 
considered that it would be wise not to 
issue more than $25,000 with the dis 
ability benefit lle said that the attitude 
of the company in reg rd to claims was 
a bie factor in deciding the death rat 
uncer the disability clause In the case 


suffering fron 


work to de 


rculosis, 1! a man 


of tube 
that 


disease who gave up 


himselt 


vote his entire time to curing 

were regarded as totally disabled, the 
death rate from that cause would be 
lower than if a more strict interpreta- 
tion were made He said that if the 
companies give real service under this 
provision the premium rates must b 
quite high. He held that it should pay 


its own way anc that premiums should 
be adjusted accordingly Mr. Larus 
said it was to look on the 
whole question in the light of service 
to policyholders, and in some degree to 
the agent, that there should be no et 
fort to make a profit on this business 
but merely to break even. 


necessary 


Effect of Three Months Clause 


It was quite generally agreed that 
Hunter's table would not prove a satis- 
factory basis for disability premiums 
where three months’ total disability shall 
be accepted as evidence of permanent 
disability, anc that while it might be all 
right for the six months clause, business 
written with a three months clause must 
be handled with extreme care 

Some interesting figures on experi- 
ence with the disability benefit were 
given by W. P 
who said that on an 


Coler of the Maccabees 
average exposure 
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last year of $135,000,000 the claims were 
#6 percent of the expected. On business 
ssued from 1884 to 1887, the order paid 
one-hali of the policy for permanent dis- 


bility, or at age 70, and from 1898 to ———_ 
904. one-tenth annually until three- : 
rths was paid. Mr. Torrey said | Problem of Twister, Effect of | 


that with the Metropolitan, the claims 
on second-year business had run as high 
as 91 percent of the expected under 
Hunt table. Mr. Flanigan asserted, 
however, that it would be possible for — 
claims to run 100 percent of the ex- 
pected without mo ete a loss to the| HOW TO MEET 
company, depending solely on the na- 
ture of the claims. It was shown that 
there were many more temporary cases 
under the three months’ clause than 
under the old form, running with some 
companies four or five times as many. 

Effect 


Loans on Lapses and Changing 
of Forms Discussed 


er’s 


“ADVISER’ 


Answer to Arguments Suggested—Pro- 
posed Repayment of Policy Loans 


in Installments 


on Keinsurance 


rhe double indemnity question came 
up again at the reinsurance session ij 
the discussion of whether it was justifi- 


The probl m of the twister, the effect 


of policy loans on lapses and the prac- 





able to have a larger limit of retention | tice to be followed in case of change 
under ; olicy with double indemnity | -; , ‘ 

“3 Pos : louble indemnit irom higher to lower premium policies 
than under one without that provision, ; . 

- . io st ns vnoht mn 
and the companion question as to the | Werte the big questions brought up un 
etfect on the limit in case the policy | der the general topic of conservation ot 
contains the disability clause providing | pyusiness at the fall meeting of the Amer- 
for payme »f monthly income an 
or payment Of mor gy Bete acs ot ind | ican Institute of Actuaries in St. Louis 
waiver of premium. It developed that |, : 
it was the practice of a number of com- | '@St week 
panies to retain larger amounts in case On the question of twisted business 




















‘CONSERVATION IS BIG 
TOPIC OF ACTUARIES) 


INSURANCE 





ot the double indemnity provision, run- | \VW. N. Bagley of the Travelers declared 
' =e =— high in a niveedged as 50 - in that where there Was any evidences th it 
cent, although there was considerable : : ; 
citference of opinion as to the wisdom policy applied for was intended to 
of such action replace one in another co1 pany the 
On the disability side, H. W. Buttolph | @pplication should be cecling d and the 
of the American Central presented fig- other company notified lf the other 
ures to refute the claim that the liability | Company has had no notice of the pro- 
under that clause was not likely to ex- | Posed change, the business should not 
ceed the face of the policy According | be accepted under any circumstances, 
to his figures, in case of disability at | he said if the policyholder has gon 
ge 35, the compat might be called | to that company to request a change 
upon to pay out $1.112 ’ in ordinary plan and has Cel det ed the per 
e policy for $1,000, $1,162 on a 20-pa\ Mission to make the change the case 
te, $1.263 on a 20 vear endowment and is a different status 
$ t a 10 year endowment Company Should Take Initiative 
Advantage of Reciprocal Plan Mi Baglev said that a lit compan\ 
( cenera q tix PF 1 has a ( gat I er the I¢ 
the interest cent round tl sur er lividual polic 
scussk of the advantage ind d d hol . that . t dv 
C ol recipro ] T Ss inces ne . . I 4 » eas to , 
ged betweer group comp mad shoul ‘ : y 
Che plan was vet re erally re ™ b cases \ I oper] Id, 
rded rhiv desirabk cas¢ < oun t! ce has C4 ure ti 
‘ inies of about tl ( tie mGer s ' 
nount of S ] hi « t of t , , uid | 
dical selecti abe ‘ ‘ ‘ ervice d it up te com- 
‘ () W M« T s ( t XN t ender } ? vueht th 
\merican Life of ( ‘ ted ont differs P sic ae 
would be difficult t ula es ( d ec be L1< 
companies which would remain in this | said that the peopk t é other 
san elative position for leng oO especial] n the actuarial department 
time One company w | be sure to)! st be bett ] \ 
have a more rapid develop1 t than | others 
t ot s, in anothe there ght be G F Hallenburg « 1 l o1 
change in management and other | Gentral said that his company had a 
actors are sure to « e up that make | specific question in the application and 
t il dithcult of at met the statement trom the agent as to 
whether a policy was to take the place 
: on = of any existing msurance, and urged the 
Equitable’s Evansville Meeting general adoption of such a plan. Thi 
More than 100 life insurance men | Giscussion de veloped that several othe: 
were in Evansville. Ind.. Thursday Fri- companics were following somewhat 
day and Saturday of last week to attend similar methods In regard to changes 
the district convention of the agents of | ®! plans, Mr. Hallenburg said that if a 
the Equitable Life of New York. Fri- | Policyholder with a 20-payment policy 
day night there was a banquet at a| Wants to change to ordinary life, the 
local hotel and following the banquet | ©O™P@™) will give him the amount of 
the visiting agents were taken to a the ordinary life that the premiums which 
atre party. Henry J. Powell, manager he has been paying would buy 
of the Cincinnati-Louisville district, was Answering Twister’s Arguments 
presented with an engraved testimonial In regard to answering the twister’s 
hy the company at the banquet in arguments. Avther Coburn of the 
acknowledgment of the cooperation he Mesthwestern Mutenl Life anid that 
gave the agents in this district during the difficult thing to get across is that 
the past year. , the twister is wrong in his calculations. 
\t_ Friday morning s husiness se ssion. | His suggestion for reinvesting the 
Dr. John A. Stevenson vice-president Ol | money received from a_ surrendered 
— company, mad an sRTETESING ad- policy usually figures on 6 percent in- 
aress Edward A. Woods, manager ol terest but the fee which he is to re- 
the Pittsburgh office of the company, | ceive is not included in the comparison 
and Mr. Powell made addresses at the | Some of these “advisers” have $500 as 


ifternoon session. The convention came 


. their minimum fee, and Mr. Coburn said 
to a close Saturday noon. 


that if that sum were figured in on the 


ve 6 percent basis it would not look so 
‘ good. 
Secretary Porter Resigns E. G. Fassell of the Cleveland Life 


said that it might be possible in some 


E. Leon Porter, secretary of the Vol- 
cases to show that the change proposed 


unteer State Life, has resigned. 
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Dividends and Net Cost—20 Year Illustration 
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by the twister would actually be to the 
financial advantage of the policyholder, 
but that in most cases he would not be 
willing to surrender his old policy in 
order to make a dollar or two. In the 
case of a participating company, he 
held that the difference in dividends 
would cover this. A policyholder should 
be shown that his primary interest is to 
take care of his beneficiary, and that in 
the case of outside investments there 
was always a serious question as to their 
stability as compared with certainty of 
life insurance. It should further be 
pointed out that when a third party is 
suggesting a change of this sort there 
is always some ulterior motive and that 
he intends to make some money out 
of it. 

Loans 


Question of Policy 


On the question of policy 


| He outlined the 


loans, he | 


was not disposed to try to get a policy- 


loan against his 
and take out a 


with a large 
policy to surrender it 
new one with the loan deducted, as the 
policyholder is likely to think that 
there is some ulterior motive if such a 
suggestion is made by the company. Ii 
the policyholder suggests a change on 


holder 


| they are 


his own initiative, he would be dis- 
posed to accept it, but not if the sug- | 
gestion seemed to have come from an | 
adviser 

M. A. Linton of the Provident Life | 
& Trust said that if it were the best 
thing for the policyholder, the com- |} 
pany ought to make the change, regard- 


source In regard to the 
adjustment of commissions in 
change of form, he said that 


less of the 
matter of 
case of a 


was dependent on the contract with the | 


that the home of- 
force should get 
questions of that 


agent, but suggested 
fice and the agency 
closer together on 
sort. 


“Preventative Medicine” Advocated 


L. A. Anderson of the Central Life of 


Des Moines said that occasionally a 
company would strike a switcher in its 
own ranks, usually on account of the 


higher commissions. He advocated the 


| 
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greater use of dividends for additional % would be received. He said that it was 


paid-up insurance, thus creating a fund 
which would be available for use in case 
of emergency and might prevent lapses 
in many cases. 

W. A. P. Wood of the Canada Life 
in referring to the characterization by 
President L. J. Dougherty of the Amer- 
ican Life Convention of lapsed policy- 
holders as “hospital” cases, advocated 
the use of “preventative medicine.” He 
said that the Canadian companies have 
little trouble with the twister, but that 
it ought to be possible in every case to 
show the policyholder that the original 
company can do better if any change 
is to be made and that in that case he 
need not pay the additional commission. 
practice of his com- 


pany in connection with changes of 
form. 
Policy Loans and Lapses 
The effect of policy loans on lapses 


brought out especially by T. W. 
secretary of the 


Was 
Blackburn, 


American | 


Life Convention, who said that the | 
average man that borrows on a policy, 
after a time begins to regard it as a 
dead horse. He said that the policy- 


educated to the fact 
that the money which they are borrow- 
ing really belongs to them and that 
borrowing from themselves. 
He suggested a form of letter to be 
sent out to borrowers on policy loans 
suggesting that any sum which they 
might wish to pay at any time, how- 
ever small, will be accepted and cred- 
ited on the loan, thus keeping up their 
interest in the matter of repayment. 

é& & 


holders need to be 


Seitz’s Plan 


J. Charles Seitz of the Security Life 
of Chicago submitted another form of 
letter to policyholders, which 
the amount of annual installments 
which would be necessary to pay off 
the loan in a specified time, say 10 to 
12 years, both principal and interest, 
anc advocated the use of that plan in 
preference to the suggestion of Mr. 
Blackburn that payment in any amount 
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The 


point in connection with rein- 


not wise to give the policyholder the | statement which brought on the most 
easiest way to continue his insurance | lively discussions was in regard to the 
and referred to the premium note ex-| requirement as to the payment of pre- 


tension plan formerly offered by his | mium for the period in which a policy 


company, which was eliminated about | had not been enforced. The general 
10 months ago. Notes under that plan | practice has been to require the pay- 
formerly ran about $44,000 a year but | ment of all arrears with interest and 
| had now been reduced to about $29,000, | the discussion on that point was precip- 
| while renewals had increased 1 percent | itated by the declaration of Arthur 
a month for a period of six or seven| Coburn of the Northwestern Mutual 


was not equitable and 
should be re- 
amount sufficient 


that such a rule 
that the policyholder 
quired to pay only an 


months. Marcus Gunn of the American 
Central said that if all companies 
would allow surrender of policies with 


little difficulty, men would make loans | to make good the reserve on the rein- 
with a lighter heart and with less re-!| stated policy. He said that was not 
gard for the prospect of repayment. the practice of his company, but it was 
Lapses on Maximum Loans the rule which he would like to see put 

: . aes in force. In case of policies which had 
Robertson Hunter of the Equitable |}... lapsed for thre loa «st 


to show that 
ratio on poli- 
] h- bee1 
1Oan Nas veel 
Same as On 


Beckett ot P. Mi. 


of lowa presented figures 
in his company the lapse 
cies where the maximum 
allowed was practically the 


} nlicatinr 
vears, he advised a new application 


rather than reinstatement 


Thevenet for Lenient Rules 


or tne 


Thevenet, 


first year business. C. H. secretary 

the State Life of Indianapolis took the | Southland Life, favored Mr. Coburn’s 
position that policy loans were not an| plan and said that the policyholder 
| unmitigated evil but that policyholders | would naturally object to paying what 
should be taught what they are and| he didn’t receive He said he favored 
what they lead to. The time for this | lenient rules for reinstatement and 
education, he said, is not after the pol-| would like to get all lapsed policy- 
icy has lapsed, but at the time when a} holcers back. In connection, however, 
man takes the loan or shortly after. | with the use of a personal health certifi- 


outlined | 


He doubted the advisability of referring | cate, he pointed out that the courts have 








to a loan as being granted as a favor} decided that if a man says he ts in good 
or courtesy to the policyholder’ and! health and dies while the application for 
pointed out that it was one of his con-| reinstatement is pending, the company 
tractual rights. | will have to pay the claim 

The general sentiment seemed to be H. W. Buttolph of the American 
against reducing policies by the amount! Central Life said that the plan advo- 
of the loan except in extreme cases, | cated by Mr. Coburn had been in use 
and rather to make every effort to se-| by his company for some time, with a 
cure its repayment, in small install- | small arbitrary loading to cover expense 


He was opposed, however, to too great 
leniency in the matter of reinstatement, 
in | stating that he had always held strictly 


ments if the entire amount could not | 


be secured. 


Much greater liberality of practice 


regard to the evidence of insurability | to the rules, and if a man was one day 
required in the case either of changing | over, his premium would not be ac- 
the form of policies or reinstatement of | cepted without an application for rein- 
lapsed policies was shown to exist, | statement. 

many of the companies accepting per- R. M. Webb of the Kansas City Life 
sonal health certificates for the smaller | favored adherence to the old rule of re- 
amounts. quiring the payment of all arrears He 





Assets, - 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska. 


$21,500,000.00 





Bankers Life Insurance Co., 
Lincoln, Nebr. 

DEAR The Ten 

twenty years ago has recently 


Sirs: 





| a 


pay-twenty 

matured and the settlement handed me 
agent, Mr. Charles Simpkins, is certainly a fine one. On a $2,000.00 policy I paid 
premiums of $80.00 a year for ten years, or $800.00, and ten years later I received 
cash settlement of $1374.06 or $574.06 more than was paid your company, 
| besides 20 years protection of $2,000.00 insurance, for nothing. 


LincoLtn, Nepr., Sept. 17 


year settlement policy 


Yours truly, 


CHARLES E. 


1922. 


issued to me 


| consider the settlements made by your company as very valuable ones, and 
| can recommend your policies to those looking for investment as well as protection. 
| I have also taken out another policy with Mr. Simpkins at this time. 


| Thanking you for courteous treatment and prompt settlement, I am 


KEEFER. 


TEN PAY LIFE 
TWENTY YEAR SETTLEMENT 


Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


by your 
of Lincoln, Nebraska 


Name of insured......... Charles E. Keefer 
EE aa nee n oe enue Lincoln, Nebr 
Amount of policy................ $2,000.00 
Total premiums paid............. 800.00 


SETTLEMENT 


Total cash paid Mr. Keefer....... $1,374.06 
and twenty years of insurance for nothing. 








| If interested consult one of our agents or write Old Line Bankers Life Insurance Company of Nebraska, 
14th and N Streets, Lincoln, Nebraska — 
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said that it was inequitable to the per- 
4 sistent policyholder who had paid his 


premium rate straight through to allow | 


who had dropped out for a 
two to get back in on exaétly 
basis without paying the back 
M. Larus of the Phoenix 
took the position that if 
makes it to rein- 
aot } 


he man 
cal 
the same 
: premiums. | 
Mutual 


the company 


or 


also 


too easy 


state the polic holder does not learn 
is lesson and it be necessary to 
o it again 

James Fairlie of the Mutual Life of 


+} 


as to the effect 
on the 


linois raised 
application for 


' 
ncontestible 


point 
instatement 
in view of recent 
one which must be 
nection with the ques- 


peniod 


yurt dec 


sions, as 


onside re d In col 


' tion of whether a personal statement of 
health or a medical examination is to 
be required. 

Canada Life's Plan 
\\ \. P. Wood of the Canada Life 


told ot the plan iollowed by his co'h.- 
pany under which a policy which Mas 
been lapsed for not over three years 
would be reinstat« is ¢ one year back 


ial Life 
He said he 


agents to work 


J. G. Parker of the Im tav- 
. 


Wood's plan 


possible to get 


arder on reinstatements if it were made 
vorth while for then His company 
lan is that after a policy has been 
lapsed for six months the agent has 
o right in connection with it unless he 
e:instates himself. 


New Cleveland Bank Plan 


Combining the insurance fe with 
Savings, a new method is being placed 
efore the publi Clevelat d through 
the Security Savings & Loan Company. 


ature 





Monthly deposits are on unit of $5, 
part of which represents one-twelith of 
the annual premium on a life policy, and 








the remainder is deposited as a savings 


/ account at 5 percent interest, com- 

: pounded semi-annually hose who are 
backing the plan claim that it offers to 
the average man both sides of the in- 
surance argument—protection and in- 
vestment. The savings part is with- 
lrawable at ny 


The policies are being writter chiefly 





n the thre rms, ordinary 
lite, 20-paymer -vear endow- 
ment Che eing written 
through the St: *h agency oi 
the Michigan sales cam- 
paign which will include general office, 

lustrial and residential canvass 1s 


| being worked 


Ohio Directory Issued 


The 28th annual edition of the Under- 

‘ writers’ Hand Book of Ohio comes from 

the press of Tur NATION UNDERWRITER 

this week. This is the major insurance 
directory gotten out Tue Natio 


UNDERWRITER. It is the lat 
more 


than 


represents 
work 
of the 2 


harder any other directory. 


Ohio is one 


rea surance states 

of the country The Ohio directory 

omports with the insurance reputation 
the stat It gives everything 


the insurance man so far as Ohio is con 
It is a most valuable rete 
There are many features of in- 
including the statutory msuranc 

ws of Ohio compiled by J. L. Kohl 


Cincinnati bar 


erned renc 

1 
ook 
rest 


; 
o}l 


Farm Loan Exhibit 


ultural exhibit 
1 


\ very interesting agri 


LIFE 
DONALDSON STRIKES 
THE BANK AGENCIES 


Says Insurance Should Be Written 


by Whole Time Capable 
Men 

—_ 
'GIVES POSITIVE 


VIEWS 


Pennsylvania Commissioner Does Not 
Mince Words on Urging Salesmen 
Who Are Qualified 


Commissioner Donaldson of Pennsyl- 
vania has come ot Vv strong against 
1 . t 1 . } 
licensing of ank officers, cashiers and 

-1 1 ‘ , 

erks as agents or brokers. He takes 


} 1 ; ; 
the position that insurance demands cx- 


1] +} 


perts, people who are giving all their 
time to the business and who can ren- 
der proper service. He states it it is 
impossible for a part-timer to render 
adequate service Commissioner Don- 





aldson answers tt fro " it 
ney ofa e comp in wl h he asks 
whethe the as 
obtained n the 
) the ] i ive! y 
license and refers t he inion of 
Deputy \ttorney (acne Meyers 1 
which it was held that employment as 
treasurer of a building and loan asso 
ciation was not incompatible with the 
office of bank cashier rhe attorney 
then makes lis con ent, “As vo re 
aware in small towns it would be very 


t a worth-w le man who 


aimcuit 


would be willing to give all of his time 
0 a position such as insurance solicitor. 
Is it your understanding that the policy 
f the state re that ev ral 
districts an imsuran solic s} d 
< gc 1 to @1\ h ( ( 1 at 
tention to suc s ss 
Commissioner Donaldson's Reply 

The department sends out its answer 
te s attorney as foll 


Ruling of Department 

In answer to yvour letter Oct the 
department ruled, May 1, 192 that no 
ipplication for ense from a first-time 
applicant who was cashier or employe of 
a state or federal bank would be mnsid 
ered 

You ask we requested an opinion 
the attorney-general and if we read the 
opinion of Deput \ttorne General I J 


Myers (March 25, 120), reported r ) 
District Court 915 and following the su 
perior court’s decision (Vol. 71 1), i the 
se of Solomon vs. Moyer 
We have not asked the attorney-general 
for an opinion Departmental control and 
sSupervisior require constant exercise of 
sereti o our ow part on matters 
lv arising which need prompt decision 
s matters of fact and custom in the in- 
surance business Our decisions or rul- 
ings are based upon conversancy with t} 
ictual business of insurance, and the re- 
flect, we hope, tnat which is best for the 
iblic the agents and brokers and the 
companies, in the broadest appl itio 


Deputy Attorney General's Opinion 


We have read Deputy Attorney-General 
Myers’ 0 ion and to our thinking it Is 
on al fours with our ruling First, it 

ts scretion with the bankir ommis 
sio 36 d, it most emphatically sus 
iins tl inking iW tl cashie ‘ 
1 bank innot | i ther ss) 
by emphasizir that permittin a bank 
cashier to serve as treasurer of a building 
and loan society would not entrench upon 
the obligation of the cashier to give his 





Ss now in evidence in the front lobby of 
the old home office building of the 
Aetna Life. It represents the farn 
roducts used Oklahoma, and as 
exhibited at the Oklahoma State Fair. 
They were sent by Gum Brothers of 
Oklahoma City, who represent the 
\etna Life as farm loan agents in Okla- 
homa. The Aetna Life and affiliated | 
ympanies have invested over $12,000,- 


O00 farm mortgages throughout 
The experience has proved 
excellent all borrowers have met 
their obligations of maturing interest 
most promptly, and it has never been 
necessary to institute a single foreclos- 
ure proceeding. 


in 
Oklahoma. 








as 


full time to the bank 
The agent and broker licensure laws of 


Pennsylvania (as reenacted; Act No 85, 
May 17, 1921, Article VI, Sections 601-622 
inclusive) are of long standing You will 
note, inter alia, that no corporation desir- 


business, 


ing to engage in the insurance 
as agent or broker. can be licensed as 
agent or broker unless by terms of its 


charter it is permitted to do the business 








INSURANCE 


EDITION 














° HI 
We are now offering our | 


“Complete Protection Policy’’ | 

- that is — | 

ORDINARY LIFE .. IF YOU DIE 

20 PAY LIFE .... IF YOU LIVE 
IN 


KANSAS and MISSOURI 





Complete Protection 











GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency Contract and Copyrighted | 
Policies can be secured by addressing 


LOUIS A. BOLI, Jr. 











Agency Director 








|| WICHITA KANSAS ||| 

















Recently 


THE FRANKLIN 


Life insurance Company 
of Springfield, Illinois, 
entered the state of 


INDIANA 


Life underwriters of Gen- 
eral Agency calibre are 
needed to develop several 
attractive territories in 
that state. 





If you are capable and 
ambitious, let us know 
something about your 
qualifications. Contracts 
are made directly with 
the Company. 











THE FRANKLIN LIFE INSURANCE COMPANY 
has a splendid tradition for “Aggressive Conservatism”’, 
and a Co-operation par-excellence between the com- 
pany and its agency staff. More than $130,000,000.00 


of insurance in force. 


Write to the Home Office 
Sprin¢field, Ill. 














@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Nathwanal 
neurance 


many 


Heme Office, Madison, Wis. 











HOME LIFE INSURANCE co. 


WM. A. MARSHALL Presiden 
The 62nd Annual Report shows: 


5 hee received during the se 
Tapmente te to. Policyholders and 
aries in Death 
Claims, Endowments, Dividends, 
E eee ccccccccsoccccccee §=SCRSD 


Amount added to the Insurance 
1D Puambereccccccccecccccces 

Net Interest Income from Invest- 
($642,638 in excess of the amount 
required to maintain the re- 


serve) 
Actual mortality experience 33.4% 
of the amount expected. 
Insurance in Force.............+++-$223,116,887 
Admitted Assets 43,222,328 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


Central and Southern and Nerthers 


Kentucky 
Reems 601-606 The Fourth ee Bank Bidg. 
CINCINNATI, OHI 





CLEVELAND, OHIO 














FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 








Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000 


Rates per Thousand 


MANAGERS WANTED 


James A. Mme pe Renee Manager 
Phili esident 


Continental Life Insurance Co. 


Wilmington, Delaware 























of insurance or real estate. These are 
defining and limiting words. This depart- 
ment refuses to license corporations of 
other states, registered here, with “omni- 
bus charter” provisions unless the direc- 
tors waive by resolution the right to 
transact within Pennsylvania, during the 
period of license, any business other than 
as agents or brokers of insurance or real 


estate. Unfortunately, real estate is in- 
cluded with insurance; but this was be- 
cause the real estate man in the unde- 
veloped days of insurance was a local | 
neighborhood convenience man. In _ the 
present far-advanced business of insur- 
ance, the ordinary real estate agent or 


it—is unfitted 
insurance 


broker—and we can 
in every way to give 
service to the public. 


prove 
proper 


Tople Is Widely Discussed 
“Bank 
ance agents” 


employes as insur- 
most widely 


officers and 
has been a topic 


discussed and inveighed against in local 
and national conventions of agents and 
brokers, and to the one conclusion that 


licensing such is highly inadvisable. 
Insurance is encompassed by many 
Statutory regulations and inhibitions. Not 
only must the individual agent or broker 
be licensed, and worthy of a license, but 
the manner of selling insurance is safe- 
guarded. Twisting, 
bating, inducements not set forth in the 
policy for the placing of insurance, all 
gre misdemeanors. The competitive meth- 
ods of salesmen (agents and _ brokers) 
were and are subjected to statutory con- 
trol because of the technicality of insur- 
ance coverage, and the inability of lay- 
men (the insured) to fathom its depths 
By statute, an effort was made to discour- 
age a salesman (agent or broker) from 
intruding technicalities of the business 
upon the uninformed buyer of insurance so 
as to “get” business. Outside of the 
wording of the statutes is “pressure” in 
connection with accommodations sought 
to be obtained from banks, which may 
readily be brought and too often has been 
brought. by individuals in banks who seek 
to acquire for themselves what is best 
expressed by the words “easy commis- 
sions” on fire, life or casualty premiums, 
and with absolutely no thought of or 
regard for the obligation an insurance 
license comprehends under authority of 
the seal of the commonwealth 
Intensity 


d to High 





Develo; 


The insurance business has developed 
to high intensity in recent years 
izing in life, fire and casualty 
is the natural trend and requirement. In- 
surance is not stagnantly technical It is 
to changes over nicht and no man 
public 
study to the 


Special- 


coverage 


subject 
or woman can well serve the 
and 


unless 


he or she devotes time 


1ivance of the business and the needs of 
the public In the scores of instances 
which this department has from time to 
time investigated it is of record that a 
seant few bank officials or emploves are 
equipped to sell insurance as it should be 
wold Most of them are what is known as 
f‘indifferent part-timers” and their errors 
and omissions are repaired by full-time 
agents and brokers or home offices and 


clients by reason 
underwriting 
home 


loss to their 
what 
relieved, as a rule, by the 
relenting mood 


the possible 
of total ignorance of 
means is 


pifice in a 
No Catch-Penny Business 


This department is not aiming specially 
at banks (state and federal) in its limita- 
tions upon the heretofore stupid hit-and- 
miss administration of insurance licensure 
laws It has sedulously aimed for three 
years to divorce the insurance business 
from every other business, and it intends 
most zealously to further the divorce- 
ment The applicant who appears for 
first-time license is subjected to vigorous 


scrutiny and examination—no matter in 
what part of the state he is situated—if 
his application discloses that he is not 


prepared to enter the business 
intending to sell 
Insurance 
‘tagged 


reasonably 
and specially if he is 
insurance as a “part-timer.” 
business to be 


is no catch-penny 

to” another business. Though it is the 
basis of all credit and commerce it is dis- 
tinct in its field. 

Bear in mind that the department has 
no intention of interfering with any 
agency or brokerage business which has 
been well established in connection with 
a bank though the department dislikes 
seeing an agency or brokerage house 


The banking business 
and the insur- 


allied with a bank. 
can brook no side 
ance business likewise. The department 
at all times investigates “part-timers” and 
has no hesitancy refusing renewal of" li- 
where it is patent that the public 
endangered by actual ignor- 


issues, 


cense 


are being 


| from our knowled 


| than it is 


misrepresenting, re- | 


of alleged 
procuring 


devious 
the 


“part-timers” or 
business by 


ance 
methods of 


same. 


Comparison Is Illogical 

Referring again to the legal opinion 
which you cite, permit us to say that 
there could be no possible comparison be- 
tween the nominal community duties of 
the officer of a building and loan society 
(often serving for little or no pay for 
neighborhood friendship) and the obliga- 
tions of an insurance agent or broker to 
serve the public. We refer you to rating 
bureaus, manuals, statutory requirements 
of intensive sort governing the actual 
Gaily conduct of the insurance business. 
Full-time members of the bar in any city 
would no doubt register general protest 
if a “part-timer’’ made law 
There would certainly be resultant en- 
croachment upon the rights of the public. 
It is far more important—and we say this 
ge of many 
of insurance—that an insurance 
agent or broker be conversant with cur- 
rent law decisions relative to insurance 
incumbent upon an attorney to 
journals. 


business 


read trade 


Plan to Serve Small Places 

offices have, on a par with 
suggestion, suggested that 
offer a problem, in 
different from large 


Other home 
your client's 
small communities 
matter of licensure 


communities The statement has often 
been made that special consideration be 
given the applicant for license in the 
small town. This department was pos- 
sibly the first of any to challenge this 
with a query: “Have you ever tried to 
solve the problem by cooperating with 
your full-time agent in a nearby town?” 





Pennsylvania is 
outlying districts 
Good roads, 
have 


commonwealth of 

emerging—the 

wilderness days. 
trolleys, telephones 


The 
rapidly 
from the 
utomobiles, 


brought remote centers into contact with 
towns or cities. Lack of cooperation be- 
tween home offices, the result of frenzied 


has resulted 
irt-timers in 
The 
been 


competition for 
in the attempt to 
banks or other lines of 

full-time agents have not, 
organized to enforce their 
such methods: but the coming year will 
see a change At the present time, 
through the Pennsylvania insurance ad- 
boards, a survey is being made of 
many counties by the full-time agents to 
provide for remote sections Please note 
the objects of the plan The department 
foresaw its own limitations; that 
was distinct and urgent need, in 
that the public be well served, for 
organization of the producing field 
and brokers by territorial areas, 
from county and 
international ac- 
glance seem an 
submit that 


premiums, 

license p< 
business 
to date, 
disapproval of 


vast 


visory 


saw 
there 
order 

close 
of agents 
the whole to advance 
national and 
first 
but we 


state to 
tivity This may at 


irrelevant reference; 


it is technicaliy relevant and has to do 
with divorcing insurance from any other 
business by providing the public wit 21 





hours a day service by competent and 
full-time agents and brokers 
Decry “Pressure” Method 
The department's ruling herein referred 
to caused inquiries from some home offices 
but generally an outright endorsement 
“We never really wanted to license bank 


officials or employes, but competition for 
business brought it about.” The full-time 
agent has repeatedly cemplained to this 
department of the loss of or diverting of 
business, subsequently mishandled, by the 
sometime indefinite but all-present “‘pres- 
sure” method As an instance, when an 
individual was selling his realty and set- 
tlement was being made at a Philadelphia 
title and trust company, the title officer 
insisted upon the seller cancelling at short 
rate, and at material loss, five-year term 
fire policies which had run but eight 
months. It meant loss to the seller and 
loss of renewals to the agent who had 
had the seller’s business for 25 years, and 
it meant a profit for some one undisclosed 
but inside the bank It was rankly un- 
fair because the title officer presumed the 
insured to be ignorant of his 


innocent 

rights. The fact that the seller was con- 
nected with this insurance department 
was unknown to the bank and was not 
divulged Refusal to cancel short-rate 
was on its merits and the bank's con- 
clusion, in a sullen manner, was: “Well, 


lif the buver will accept these policies, all 


right.’ The buyer accepted them “all 
right.” 

Should Make Salaries Ample 
for the banker to attend to his 
and the insurance man to attend 
to his. Manv bankers are firmly rigid in 
obiectinsz to their officials or employes 


dabbling in insurance. So is this depart- 


It is 
business, 


a side issue. | 


years of the | 


November 9, 


1922 


If the small-town bank 
salaries of cashiers to 


ment objecting. 
cannet increase the 


a living wage, the small-town bank may 
be inviting trouble. The bank cashier 


holding an insurance license receives, in 
the vast majority of cases, a return from 
commissions which is absurdly small. As 
we recall, the commissions ran from $15 
te $50 a year in the vast majority of in- 
stances which we investigated. The home 
ottice or the special agent or the full-time 
agents had to care first or last for the 
details of underwriting. 


Need for Whole Time Men 


Supervision by insurance departments 
has much to do with the personal ele- 
ment. The attitude of the American pub- 
lic toward insurance is at best apathetic 
It is often downright critical and 
distrustful because the individual policy- 
holder has known insurance only by meas- 
ure of lack of knowledge, lack of person- 
ality, indifferent service and “part-time 
activities of the licensees. A perpetual 
amateur in insurance cannot cope with a 
full-time professional. This department 
always encourages worthy applicants who 


desire to start as part-timers, but the his- 
tory of an overwhelming percentage of 
them shows neither subsequent applica- 


tion nor accomplishment. Long since our 
physicians, attorneys, public accountants 
architects and men of other lines cam- 
paigned to regulate their own vocations 
out of obligation to the public. As result 
we have state examining boards and the 
examiners are the men actively in the 
respective professions or vocations. Such 


is the department's ultimate respecting 
insurance licensure and general conduct 
of the business. The department had to 


take the initiative in view of the total 
lack of coordination in the field. It is 
rather staggering to realize that some 
25,000 individuals have heretofore beer 


licensed annually by the Pennsylvania de- 


partment 
Has 


This department has 
licensing hank officials or employes. The 
ruling of May 1, 1922, is new in that 
is absolute in refusal to license any indi- 
vidual in a bank who is for the first time 
ipplying for licenses The department has 

ually licensed a few individuals in 

inks in large centers: very few. Licenses 


Made 


always objected to 


Always Objection 











issued in small localities are many, re 
Iting from special pleas of home offices 
Investigation for three vears of the foun- 
ito of special leas discloses that home 
offices failed to try solve the situation by 


community effort 


It is not of record that this denart- 
ment’s departure from perfunctory prac- 
tices of former years, specially referr 
to licensure, has harmed the public. the 

ome office the producing field To 
contrary, all have benefited and the con 
Mmonwealth likewise Basically, all de 


partments of this commonwealth are ad- 
ministered, or should be, impartially, con- 
structively and as educational factors, and 
not so as to be destructive or sensational 

We believe it is improper, inconsistent 
and against public policy to issue an in- 
surance broker or agent license to an offi- 
cial or an employe of a banking institu 
tion 

Permit us to convey that the ruling 
referred to herein is legitimately within 


the department's discretion, and as a mat- 
ter of law it is the insurance department's 
interpretation of the insurance statutes 
which were prepared by and for this de- 
partment 


Inspection Bureau Incorporates 
The Interstate Service Burean of Chi- 
cago, which was organized by D. W 

mond in 1920, has incorporated G. 
Dickinson, formerly Kansas City manager 
for the Hooper-Holmes Bureau, has _ re- 
signed to become secretary of the Inter- 
state Service Bureau in charge of the life 
and casualty departments This bureau 
handles investigations for life, casualty 
and automobile insurance companies It 
also special life insurance service 
than one year it has 
30 experienced local ad- 
iusters to handle outside investigations 
Arrangements are being made for a New 
York branch office to take care of eastern 
investigations and one of the Chicago men 


makes 
surveys In less 


added more than 


will be appointed to take active charge 
The coninpany was formerly located at 2% 
Fast Jackson boulevard and_ recently 


commodions quarters in 


building 


moved to more 


the Transportation 


Cc. J, Westermann. *ssistant to the sec- 


retarv of the FE. A. Woods agency. Pitts- 
burgh. Pa.. has returned to his desk 
after a two weeks’ honeymoon trip to 
the Bermudas 
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LIFE INSURANCE EDITION 


A LILLY WHO TOILS 


Remarkable Work of a Woman General Agent Who Has Achieved Much 
in West Virginia 


BY GAYLORD DAVIDSON 


sticking 


HAT’S the use of 
around a dinky little depot wait- 


ing an hour for a dinky little 
train when the next stop is less than two 
miles distant and it’s a perfectly glori- 
ous day at that? Then too, when the 
journey is to be brightened by the com- 
panionship of two very charming 
ladies 
rue, it is, that a portion of this 
journey was comprehended in nego- 
tiating a typical mountain tunnel, just 
dark enough to be romantic, and just 
light enough to keep our footsteps 
irom straying. I believe that this is 
the tunnel, the very tunnel, that a 
southern beauty, having been assured 
by her lover that it cost a million dol- 
lars. declared that it was worth every 
cent of it. 
he merry chat of the two erstwhile 
schoo] girl chums hastened the journey 
and at its destination the two young 
women separated. I was “hooked up” 
in fighting trim with Mrs. Garnett 
Lilly Hurt, the subject of this sketch 
It's none of your darn business who 
we were after or where we were goin: 
or whether we wrote a single applica- 
tion or not. Please understand, how- 
ever, that it is the open season for mil- 
lionaire kings of industry in this region 
and we think we have a right to a 
Big game? Mebbe. How 
would a monthly income of $2,000 
a month for life look to you—or your 
wife, or that flower slip of a daughter: 
* * @ 


look 173 


Please meet Mrs. Hurt as gradu- 
ate of the Carnegie School of Life Insur- 





VRS, GARNETTE LILLY HURT 
Shenandoah Life, Bluefield, W. Va. 


hood and motherhood and home build 
ing, a schooling that remains a por- 
tion of her life work in the care and 
nurture of | 
land, Ir 

She will not chide me, | am sure 
when | tell vou that into her life as into 
the lives of all of us the rain and 
shadows have come and the going 


ler six-vear old son, Gar- 


Gaylord Davidson gives a wonderfully charming pen sketch of a 
recent graduate of the School of Life Insurance Salesmanship at Carnegie. 
He is keen to discern those traits of character and accomplishments that 
stand out mest individually. Mr. Davidson, who is the general agent ex- 
traordinary of the Shenardoah Life, having been located at Charleston for 
a number of months, was on his return from the home office at Roanoke 
and stopped off a dav or two to visit the general agent of his company at 


Bluefield. Hence this sketch. Mr 
“some pumpkirs.” 


Salesmanship in the c'ass of 1921, 


ttending as a student from the Shenan- 
ah Lite of Roanoke, Va Mrs. Hurt 
sa “tine” of O. J. Lacy, then agency 
anager tor the Shenandoah Life, now 
second vice-pre sident m charge ot 
sencies of the Minnesota Mutual. She 
has justified not only his judgment of 
her abilities, but of the company ofh- 
lals also 

Mrs. Hurt was an honor member of 
class of 50, graduating from the orig- 
ng, a schooling that remains a portion 
ot her life work in the care and 
tor early completion of held work re- 
quirements, she having completed 
seven cases, four in excess of the re- 
quirements. In fact, she completed 
eight cases, but the eighth was an ap- 
plication secured from the manager of 


the company she represented on a dare | 
from the entire class. He gave her a | 
check for the premium like a man and 


a manager. 
* * 


Mrs. Hurt had never had a day's | 


field experience prior to entering the 
class. Her schooling ended with her 
high school education and for 10 years 
previous to attending school at Car- 
negie, she attended the school of wife- 


Davidson, himself, by the way, is 


He is the agency leader of his company. 


away of her little Catharine to the 
Flower Garden of the Blue Bird so 
recently brought to her the sorrow that 
matures and strengthens those who 
suffer. Nevertheless, sunshine is a part 
of her and she realizes’ that \pril 
showers bring, as Al Jolson sings, not 
only May violets and daffodils but ap- 
plications, too, when you work for 
them. 
> 


In the few months that Mrs. Hurt 
has taken charge of the Bluefield, W. 
Va., territory of the Shenandoah Life, 
she has gotten well into the $200,000 
production. This, remember is “upon 
her own” without assistance from other 
agents, nor from practically any of the 
500 Lillys, relatives, who comprise that 
historic family in West Virginia, chief 
of whom is “Cousin Abe” tormerly at- 
torney general of the stat 

* * > 

Mrs. Hurt is a practical example of 
the efficacy of Carnegie, sensing the 
basic principles of that fine institu- 
tion. While an honor graduate of the 
school she admits that she has learned 
many things since “hitting the line” of 
practical life insurance salesmanship. 


Her work is not sporadic in any sense. | 





INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 
NOTED FOR 


Large Annual Dividends, Modern Policies, Clean Record 





FRANK P. MANLY, President 














DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract with expense 
allowance in Montana, North Dakota, 
Colorado, Minnesota and Nebraska. 























HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 
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WHEN you begin to figure up your earn- 

ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


JAMES R. DUFFIN, President 


The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Compan 


LOUISVILLE, KENTUC 








MAKING MONEY 


That DETROIT LIFE Agents are making money is evident from the fact that during the 
first nine months of 1922 Detroit Life Agents wrote $11,761,000 of new business in Michigan. 

This is an increase of 43 per cent over the same period last year. In June, DETROIT 
LIFE Agents wrote $1,808,000 of new business in Michigan. 


There are some very fine agency opportunities with the Detroit Life, especially for expe- 
rienced agents. Can also use a few parttime men. Home office co-operation assures success. 


M. E. O’BRIEN, President. 














Best Commissions and Renewals. 





Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, a and Illinois, for District and 
General Agents, who are capa 


Renewals onced earned will be paid 
you or your estate. If interested in building for yourself, write 


C. D. RENICK, President ERNEST E. WEBSTER, General Agency Manager 


le of handling men. 

















George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 


Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 











MUNCIE, 





The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 


INDIANA 
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She is on the job daily and though not 
neglecting the duties of mother and 
home she has a definite program for 
each working day. It is hardly neces- 
sary to enumerate in detail her plans 
and methods other than she utilizes an 
ordinary horse sense system of index- 
ing the names of men and women—not 








prospects—to be seen and written. She 
realizes that there is nothing new in the 
high art of salesmanship other than 


bringing home to the men and women 
of affairs the truth of the absolute ne- 
cessity of business protection 

She gives the school very much 
credit for its thorough training along 
practical and actuarial lines and, of 
course, would advise all aspirants for 
life insurance salesmanship success to 
attend. She believes. however, . that 
every company should employ a com- 
petent instructor to train undoubtedly 





| worthwhile material for a_ high-sales- 

manship, not only in the art of prac- 
| tical salesmanship but in company loy- 
| alty and company building. Her brief 


|} experience has taught her many valu 
able lessons that cannot be learned 
other than through the hard and patient 
school of practical every day work in 
the field. She has learned, with others 
that the approach is not so vitally 
portant as the getaway—vwith the 
“app.” 


" 
! 
* * * 
| And that tunnel. Yes: it cost a mil- 
lion dollars then—would cost double 
| that amount now. It pierces a moun- 
' tain, part of a majestic range, that 
lcame from infinity and will stand 
| through _ eternity. It was pierced 
| through the engineering genius of men 
lof vision, faithfully, sensing the dawn 
of light and achievement at the other 
end. 
* * * 
| Dooley says: Ye kaint fly to suc- 
| cess by th’ areoplane route. Ye gotta 
|} tunnel yer way through 


Tells of Company’s Growth 


Speaking before the St Louis 
agency meeting of the Missouri State 


Lawrence outlined the rapid develop- 
ment of the company and told in de- 
tail of the growth in the newer agen- 
cies appointed during the last two 
vears. He said that 48 percent of the 
October business of the company was 
produced by agencies less than two 
| years old, Newark leading all with 
$1,390,841 for the month Chicago is 
second with $801,740 and Detroit third 
with $703,100. The total production for 
the month was about $15,000,000, a new 
record for the company. Mr. Law- 
rence said that the rapid development 
of business was largely a result of the 
establishment of branch offices and the 
extension of the agency system into 
many new industrial centers 


| 
| 
: be last week, Vice-President ; ae A 
| 
| 
| 


Wants Fraternals Regulated 


There is no reason why fraternal in- 
surance concerns should not be under 
the same state regulation as old line 
organizations, so Commissioner Savage 
of Iowa believes. He “told it to ‘em” at 
the state fraternal congress in Des 
Moines last week. The commissioner 
pointed out the weakness ot the lowa 
law in this respect and declared that an 
agent for a fraternal concern should be 
made to take out a license just the same 
as one for any other insurance organ- 
ization. He stated that he would seek 
such legislation at the next general as- 
sembly and pointed out that it would be 
of benefit to the concerns 








Contest on Production 


A sharp contest is on between the 
Illinois and the New York general 
agencies of the Massachusetts Mutual 
Life, as to which will write the greater 
amount of new business during the 
present year, challenge to that effect 
having originated in the Peoria general 
agency. All of the field men are “on 
their toes,” and the result should be 
the production of a fine volume of busi- 
ness for the company from the two 
great states named. 











Pees 
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Policy Literature, Rate Books, etc 


$3.50 and $2.00 respectively 





NEWS ABOUT LIFE POLICIES | 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
. Supplementing the “Unique Manual-Digest”’ 
and ‘‘Little Gem,” Published Annually in May and April respectively 


PRICE, 


. 





SUN LIFE SPECIAL POLICIES, has been eliminated 


Baltimore Company Gives Rates on 
New Forms Which Combine En- 
dowment and Limited Pay 


The Sun Life of Baltimore, Md., has 
nounced the rates on its new special 
licy, written in amounts of $2,500 and 
$5,000. The new policy for $2,500 pro- 
\ the ount of in for 
i limited number of years, at the end of 

ch time the policy matures for $1,000 
s an endowment and $1,500 fully paid 
up insurance payable at death. It com- 
the feature of an endowment and 

a limit policy, providing 
both and policyholder. 
issued only first 
and ts 
been made very liber: ! 


aes lace am surance 


nes ot 


le¢ 
iile 
tor nehciary 


1K policies \ to 





ass risks bene 
have 
ibility clause providing for 
emium and payn 
policy on 
rermanent d 
policy without addit 
Only two fo ll be 
nd other amou 
] poli ics 


tional 
$5,000 


t of the face of the 

event of total 
isability has been added to 
onal charge. 
issued, the $2,500 
being 
rhe 
are 
Vv, on 


and premium 


ken care ot ‘ Id 
remium fratcs on 
ist twice those of the 
hich annual premium 
ven 1 ¢ 


ving per as follows 


lorm 


$2,500 1 


Premium 
Paying 
Period 
No. 


An- 


t 
7 

rr 

SI olor ov oro or: 


' 


> HOM H-3-1- 


Farmers & Bankers 
Life 


issued new rates 
on all but 
decreased , 
three ne ) 
Savings,” endowment at 
teturn Premiun 
“Ideal Savings 
pavable to 


Bankers 
yust 
The 
ive be 


issued 


ers & 
as 


rates 


en 


Plan 
age 75 
lected (1) 
policy 
of $135.67 


three sé 
policy 


or (3) 


options is 
(2) surrender 
$800.48; annuity for life 
tor $1,000 inswance 
The endowment at 
(Option 1) payment of face of amount « 
(Option 2) a life income « 


paid-up 


age 65 provides for 
i 
policy; o1 f 
$108.47 per $1,000 
The “Full Return Premium” 
ssued on 20 pay life plan only. 
when death occurs, the 
will pay to the beneficiary in addition to 
the face amount of the policy, an amount 
equal to all premiums paid including 
premium for year in which death occurs 
The following policies have been dis- 
continued: Combination policy, monthly 
pension, annual installment, guaranteed 
survivorship, settlement and annual 
credits and single premium policies 


polic V 
Regard- 


is 


less of 


Other changes aee: Extended insur- 
ance has been made automatic instead 
of premium loans; the incontestable pe- 
riod is now one year flat from date of 


policy rather than until after payment of 
the secend year’s premium and the guar- 
anteed values and non-forfeiture benefits 
have been entirely rewritten 


Southern Life & Trust 
The Southern Life & Trust of Greens- 
boro, S. C.. announces that the three- 
month waiting period in the total and per- 


company | 


manent disability provision of its policies | 


Hereafter the pay- 
ment of disability benefits under this pro- 
vision will begin on the first day of the 
month following the approval of the dis- 
ability claim. This provision is made re- 


Here’s Another Booklet That 
Thousands Will Want to Read 


T OW it is the Booklet of Bouquets that the Columbus 
N Mutual Life is sending out from its Home Office at 
* Columbus, O. A pamphlet, reprinting the article from 
a salesmen’s magazine, im which The Columbus Mutual 
was declared to be the “Miracle” of Life Insurance, has 
been read by thousands and this new one, too, will be 


























troactive and applies to all policies in eagerly sought. It is one of the most unique things in life 
force. insurance history. 
: - ; The new booklet contains expressions from Agents of 
Lincoln National Life The Columbus Mutual, Agents, General Agents, Super- 
The Lincoln National Life has revised visors, Managers and Officers of other companies and from 
its disability clause to provide for pay men now in other lines experienced in life insurance. They 
ment of first monthly benefit immediately tell what they think of the Distinctive Columbus Mutual 
ae — — total ane permanent éls- System. Some recall with satisfaction that over a dozen 
es Xe: a Fn 2: — a — years ago, they predicted the wonderful success that has 
is neato tex teciemiainn Gant i +s been achieved by this company. 
Lived or benefits paid One says he classifies Life Insurance Agents three 
ways: Those who sell Low-cost insurance and receive Low 
3 Commissions, those who sell High-cost insurance and re- 
Advocate Private Control ceive High Commissions, and those who sell Columbus 
It is interesting to see that the Fascitt, | Mutual Low-¢ost insurance and receive Full and Complete 
comparatively new group of citizens | Commissions. 
ind leaders who have come into con- | If you think of a change iz connections, write your 
trol of the Italian government, favor | name and address on the margin of this notice and forward 
the elimination of banks and insurance | to the company at Columbus, Ohio. You'll receive the 
from government ownershif The life Booklet of Boquets. No obligation is involved. The 
insurance companies were put out of Columbus Mutual’s production for 1922 will greatly exceed 
business in Italy when the government the production for 1920, considered the “wonder year” in 
instituted a monopoly some years ago insurance. The Columbus Mutual has passed in productior 
The Fasciti believe that these tivities 42 companies organized before it was founded—some of 
should be in the control of private them many years before. 
corporations and even fave rivale 
ownership of the post off telegray 
etc 
Chamber of Commerce Active 
The Chamber of Commerce of Au. HE MIDLAND MUTUAL LIFE INSURANCE 
rora, . has organized a lite msurance e ° 
division composed of 10 members who Company of Columbus, Ohio, an established, con- 
are heads of old line life agencies that servative, high-grade and progressive Middle 
city. The life msurance division intends . . 
so Shaeienntin & aensatieds taal shabent out Western Company, has been admitted to Pennsylvania 
umn in the Sunday issue of the local and will thoroughly organize it at once. 
newspaper a Aurora im _ order to . . . 
ei ee “- a on an aie General Agencies will be established at places were 
Al alli ttl COpic \V ) inda- ~ ms 
mentals of life insurance and offer an territories can be arranged. 
ere et ee ee eee ee Men of character may apply to their advantage and 
tion. The division has also completed = : : 
arrangements with the two local high those with local acquaintance will be preferred. 
schools to furnish speakers on lite im- Address Home Office. 
surance topics 
A. P. Hohmann ESS —— . - 7 Sg 
4. P. Hohmann, who has been the x 
superintendent of agencies for the Mu- q 2 
tual Life of New York in Minne § is 
apolis, Minn... has been made manager : 
of the Des Moines district office of the 4 ° 4 
ced Lege < cag flares de ty | Your Kind of a Reinsurance 
Nov. 6 * 
: — Company 
David O. Stohl § > 
The Beneficial Life of Salt Lake ¢ ity 3 % 
has opened a branch at Los Angeles, | 3 
Cal.. under the management of David | & 
©. Stohl, brother of L. N. Stohl, vice- € Ls 
president of the company. ee 
ait : : 
Northwestern National Leaders 5 B 
Pe Oy 
The prize banner in the agency con-| £ 
test conducted by the Northwestern; & 
National Life has been awarded to the} fF . 
H. O. Wilhelm agency of Omaha, Neb. . Py 
This agency led the field four months in | 








total new business. The White & Odell 
agency of Minnesota was second. 














Address Se Goss, Vice-President and 








SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


O. W. JOHNSON, President 
INSURANCE IN FORCE DEC. 31, 1921 : ‘ : $37,100,961 
Assets ; : : . , , ‘ . : 4,442,069 
Payments to Policyholders since Organization : ; , 3,727,743 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
Openings for General Agents and Managers in Fifteen States 











18 THE NATIONAL UNDERWRITER 
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COLUMBIA LIFE INSURANCE COMPANY 


Omaha, Neb. 


Offers General Agents contracts to District Agents in , 
Nebraska, Minnesota, and South Dakota. 


A full line of up-to-date policies covering every need, 
fitting every pocket-book. Also your commission 
saved to you on your sub-standard risks. 


The producer of good, clean business can better his 
condition under a ‘‘Direct With The Home-Office” 
agency contract with this company. 


Correspondence invited. 


Address H. C. MASON, Pres’t. 

















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 








| WITH INDUSTRIAL MEN 











NEWS OF THE PRUDENTIAL 


Activities of the Men Out on the Firing 
Line—Some Promotions Are 
Announced 


Ten of the agents of Division “A” of 
the Prudential who are doing excellent 
work in industrial for 1922, and who are 
ranked among the leaders in the order 
named are Irving Solomon of New York 


No. 1, Oscar Reinhardt of Staten Island, 
Albert Newman of New York No. 10, 
James Foley of Mt. Vernon, David 


Schachter of New York No. 1, Joseph 
Halpern of New York No. 3, Matteo Car- 
dea of New York No. 8, Antonio Lucian 
of Poughkeepsie, William J. 
New York No. 1, and Guiseppe Gramegna 
of New York No. 8. 

Israel Ratner of the New York No. 10 
office, who is doing such splendid work 
in both branches of the business, is now 
wearing the $200,000 merit button. 

David Laudesmann of the New York 
No. 3 district, carries a fine condition of 
debit. He rarely has arrears over 10 
percent af his debit. 

The names of three more agents of 
Division E are added to the list of pro- 
motions to assistant superintendencies. 
They are Oscar H. Murray, Elmer J. 
Scheider and John Y. Tames of the Tar- 
entum, Pittsburgh No. 3 and Washing- 
ton, Pa. districts. 

Superintendent Horace LeGendre of 
the Quebec, P. Q., district is evidently 
determined to surpass this year his best 
previous record in personal ordinary 
production. He has long been the lead- 
ing superintendent in Canada in this 
particular field. 

Eyears Worman, agent, connected with 
the Plainfield, N. J., district since May 
21, 1917, is to be commended on the 
splendid all around record he has been 
making. His debit situated in several 
towns, carries no arrears and is cred- 
ited with unusually large gross advance 
payments, and a yearly collection percent 
of 102. At no time this year have the 
arrears exceeded 4 percent of the debit 














More Than 1’ Million Policies Now In Force 


Only four other life insurance companies in America have 

more policy contracts in force than this company. A study 

of the following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 

$ 5,614,764 $10,279,663 
371,106 613,615 1,294,394 

49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1923 
Assets $ 28,295,931 
Policies in Force 


Insurance in Force 








Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family’s insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 
Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 

















and frequently have been down to zero. 
The industrial net lapse per $100 of 
debit is very favorable as well as the 
industrial and ordinary production. 


John Hancock Changes 


The following named have been pro- 
moted by the John Hancock Mutual from 
the agency ranks to assistants in the dis- 
tricts of their service: 

William Landry, Lawrence, 
Howard M. Blaydes, Providence; Geauf M. 
Clay, Pittsburgh No. 1; Abjiah A. Cahoon, 
Roxbury, Mass.; Robert E. Shackelford, 
St. Louis No. 2; Fletcher G. Parlett, Bal- 
timore: Joseph Palo, Stamford, Conn. 

Joseph Kirshenbluth is transferred 
from agent at Long Island City to as- 
sistant superintendent at Jersey City; 
Otto H. Uhlman, from agent at New York 
No. 4 to assistant superintendent at Eliz- 
abeth, N. J.;: Hayden E. Gittings, from 
agent to assistant cashier at Baltimore; 
Jacob Steirman, from agent at New York 
No. 1 to assistant superintendent at New 
York No, 2. 

Charles Angione is changed from as- 
sistant to agent at New York No, 2; Wil- 
liam R. Dickinson, from assistant superin- 
tendent at Fitchburg, Mass., to agent at 
Lawrence. 


Mass.; 


American National’s Good Showing 
The progress made by the field forces 
of the American National of Galveston, 


Wilde of | 





Tex., in October, is favorably reflected 
in the totals of $2,010,500 ordinary and 


$2,800,000 industrial new business. More 
than the usual friendly rivalry among 
the representatives of the ordinary and 
industrial agencies was noted. The in- 
dustrial agency force won out over the 
ordinary agencies by a margin of $141,- 
000, the industrial leaders for the month 
being: Supt. P. Flack, Fort Worth 
$108,000; Supt. T. K. Flack, Houston No 
1, $99,500; Supt. C. N. Cottin, St. Louis, 
$73,750; Supt. E. P. McCall, Houston No 
2, $72,000. These were the leaders among 
the 117 districts with the convention al- 
lotment or over. 


Metropolitan Man Transferred 


talph E. Anderson, Kenosha, Wis., who 
is moving to Racine, Wis., to become as- 
sistant manager for the Metropolitan Life 
in the latter city, and Mrs. Anderson were 
tendered a dinner party by M. E. Mc- 
Cafferty, local manager for the Metro- 
politan at Kenosha, and Mrs. McCafferty 
Members of the Kenosha office staff and 
their wives attended the party. Mr. An- 
derson succeeds W. C. Gausche at Racine, 
the latter having resigned to open a local 
agency with G. E. Kildsig at Racine 


Honor E. E. Litz 
Edward E. Litz, district superintendent 
for the Prudential in Omaha, was hon- 
oréd by a banquet last week given in 
honor of his 25th anniversary with the 
organization. Mr. Litz began 25 years 
ago as a house-to-house solicitor and 
collector, rising through the staff to the 
office of district superintendent in charge 
of the Omaha staff of 60 men and women. 
He has developed the local business from 
$5,000 insurar.ce in force to the present 
total of $9,000,000. At the banquet given 
Mr. Litz last week Vice-President C. W. 
Munsick and Secretary J. H. Birkett were 

present from the home office. 


National Savings in Missouri 


The Missouri insurance department 
has granted a certificate of authority to 
the National Savings Life of Wichita, 
Kan., to write businéss in that state. 
Louis J. Boli, Jr., vice-president and 
agency director of the company, is in 
Kansas City last week opening a gen- 
eral agency office. He shortly expects 
to open another general agency in St. 
Louis and probably in other cities 
Later the contpany expects to enter 
Arkansas and Texas. 

The National Savings Life was in- 
corporated a year ago and has been in 
business less than a year. It is said to 
be the first Kansas company to be li 
censed in another state before it had 
been in business a year. 

The company is planning a particu- 
larly aggressive campaign next year 
when it has obtained authority to trans 
act business in the four states, Kansas, 
Missouri, Texas and Arkansas. This 
is one of the companies which is giving 


stock with policies to the first 4,000 
policyholders buying $5,000 of insur- 
ance. 


Pacific Mutual’s Montana Meeting 


Montana agents of the Pacific Mutual 
Life gathered in Missoula last week for 
the state agency meeting, which was held 
under the direction of State Agent John 
W. Carey. Vice-Presidents James L. Col- 
lins and Frank R. Woodbury were present 
from the home office and spoke both at tl 
business sessions during the day and at 
the banquet which closed the convention. 
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Incorporated in 1862 in the Commonwealth of Massachusetts | 





of the Declaration of Independence. 


Business done through agents. Information 
and advice on any matter relating to life in- 
surance are available at any time through the 
Agencies or Home Office of this Company. 





Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first signer 


In 60 years it has grown to be the largest fiduciary institution in New England. 

Policies made secure by reserves maintained on the highest standard with an adequate Con- 
sagent Fund providing protection against all emergencies. Total Assets, $239,693,000; Policy | 
holders’ Reserves and all Other Liabilities, $226,361, 000. 

Policy contracts include all equities and options. 


; Contingent Fund, $13,332,000. | 
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Northwestern National Life Insurance Company 


























Dallas, Tex—Elmer S. Albritton was | broke all local records by more than 200 MINNEAPOLIS MINNE 
the principal speaker at the first meet- | The facility of Mr. Day as a public | ’ SOTA 
ing of the North Texas association for | speaker was cleverly shown by his im- | 
the year. He discussed the insurance | promptu reference to the Hallowe'en 
business as one of the greatest industries | decorations He prefaced his address, | . 
America and declared that policies | which appeared in part in last week's Mutual, with unexcelled dividend factors. 
aggregating fifty billion dollars are now | issue of The National Underwriter, by an | M li o7 
in force in the United States. He said | interesting and scholarly account of the orta ity 1921, 44%. 
that amount would be trebled in 20 {origin of Hallowe'en and the evalution ° 
years and that during that time he ex- | of its subsequent development. Inter est earned upon rmean invested assets 6.03%. 
. | pes? 
pected to write his part of the increase. In addition to his suggestions for sell- | Assets of $109 to each $100 of lia bilities. 
‘onsidering the salesman in the game, | ing monthly income policies, Mr. Day ad- 
Mr. Albritton said the life insurance vised the association to have speakers ° . 
agent could either make a success or | drilled so thoroughly that they will be ~ nar in eee 1917, $54,193,000 
failure, because the people are alive to | 4ble to fill engagements any time and to usiness in 68 000 
the necessity of insurance and that if | «Ver miss an opportunity have them orce 1921, $139,8 ° 
the agent went after the business in the | talk at meetings of business organiza- Ex . . 
right way he would get his share of it, | tions and associations of all kinds. Have cellent direct general agency contracts available for 
Mr. Albritton cites some figures to show lem te people about insurance, he . 
a ASSEN Stee Sane Speers O Meee | es Meus ane ebeade tment te Central and Southern Ohio, Utah, Oregon and 
. protection. Pl before tl tl t | N th : 
of the world are making $5,000 per year orecuio ace before them the great | > 
and said there is an opportunity for a | benefits of leaving an assured monthly orthnern California 
half hundred or more men with rate | ‘Mcome. | : 
books in Dallas to make that amount Walter H. Brown, president of Cleve- 
and more every year writing life insur- land association, appointed a nominating 
ance if they only got at it and stayed | ©o™mittee to prepare a slate for the an- 
at it. He advocated adopting the life aust meeting to be held in December. | 
insurance business as a permanent voca- — es eae omen “e ~ . . 
tion and said if that is done the agents |‘ 2#@Ppman, Aetna, chairman; Mrs - Desirable y f | 
will get more out of it financially and Horr, Equitable Lif ; J. W Ww ulf Massa territory open or yenera 
oherurinn chusetts Mutual; W. C. Rhodes, State Mu- - . , 
— Asoo , tual, and J. M. Mackintosh, Prudential A 
The first session was devoted to a gen- “ ; > Mnlebieiaeeenna : ge : d 
eral discussion of the business here and Edward A. Woods of Pittsburgh was : NCc1es In Ar ansas, innesota, an 
- z “ innounced as speaker at the next regular 
the best means of increasing that busi- mcetian. Dec. t | 
ness. It was pointed out that one of the ' * * W estern Kansas. 
ways to succeed is to map out straight . , ca . : 
plan and follow it. That plan it was Kansas City, Mo—The Kansas City as- 
aid should include a systematic can- | S0ciation held its first good fellowship 
‘ aa - te 7 iB heon of the fall last week and gave 
vass of prospects known to be in posi- ink 
tion to buy and a scheme of follow up, good sample of the fine helpful pro- Address Home Office 
which meant striking while the iron is grams and stimulating acquaintance- 
ot promotion that may be expected to char 
The session toward the end developed | “cterize the meetings this year. Charles 
nto a kind of experience meeting where | ). Mill was the speaker, talking on “The 
roblems the agents have to deal with | Ordinary Life Policy.’ Mr. Mill has 
were brought up and discussed been in the business here 34 years and 
> “ spoke from this long experience in sell- C 
Lincoln, Neb.—The November meeting | ing and in viewing sypathetically the nsurance ompany 
- the Lincoln association was devoted | results of the carrying of various kinds | . 
to a discussion of three cases submitted | of insurance by policyholders. He is the S L M 
inder the case method. J. R. Moyer, } senior member of Mill, Gentry & Mill t. ouls, oO. 
H. H. Loughridge and A. R. Edmisten | managers of the New England Mutual 
din the discussion of them One of | Life Mr. Mill illustrated, argued for 
these was a typical case of a young busi- | and explained the reasons for his con- 
ness man, who, if forced to liquidate, | tention that the ordinary life policy was 
would have little left, and this brought | the best, all around, for both old and 
it a discussion as to whether the policy | young men. He said, however, that his éé ° ° 99 
of urging prospects to spend 10 percent | office sold other forms—because people Inancla tatus nsurpassed 
of their gross income on insurance pre- | @re different ; 
niums was applicable in cases like this \ bit of spice was injected into this 
President Davis, at the close, asked seaston, aimed mn eget oy £ — rs says The Insurance Almanac in its review of the progress and activities 
for a showing of hands as to how many to better acquaintance with each ot ler of THe GUARDIAN LIFE. 
were using the 10 percent ir~ument President Mathews called a member from _ 
Nearly every hand went up It was de- | the audience, not mentioning his name, 
cided to have two cases submitted for = ~— a to 2 agp bag mn The same thing could be said for the service which this Company 
> rr so zg - uskec oO Oo o d othe s > . : 4 a - 2 T ~ . 
discussion at the next mo ting, so gen _ - iting Ks oe bom ype anak tin die renders to its field force and policyholders. Tue GUARDIAN’S broad, pro- 
eral was the interest shown. ; irs O GemMonstrations Cousts i : yressive roger: »— Avgenc “ne re erwic Saliew 
The discussions brought out the| closure that the pair were acquainted . a Le aan top o! pg Co operation and Service to Policyholders 
declaration from several agents that | but on the third trial he found two that S unsurpassed by any other company, and equalled by few. 
what most sellers of insurance needed | were not acquainted, though they had ; 
was to be sold on their own proposition, | been attending the meetings for two doi af my bela t anew Gee whole story of what this Company is 
and that they fear so much overselling | years oing for its he orce, address: 
man that they habitually undersell A. R. Edmiston, general agent of the ca ’ : TS . . a oe 
prospects. It was emphasized that every | Union Central Life at Lincoln, Neb., gave , Louis Hansen, Vice-President, or Georce L. Hunt, Superintendent of 
element of protection necessary to buy- | a snappy resume of the Toronto conven- Agenctes. 
ers ought to be made plain to him. An- | tion The Kansas City association will 
other point made was that the best | hold its next meeting Nov. 20, when fur- - 
method of approach in selling large poli- | ther educational material will be pre- e uar lan 
cies was to emphasize the cost and not | sented and further steps taken to assure 
the amount of insurance, since most buy- | acquaintance of all present o 
ers do not deal in large figures and are | 2s = I if I 
frightened at their size Pittsburgh, Pa.—Declaring that income e nsurance ompan 
* * insurance was the only true way to pro- | 
Cleveland, 0.—Nov. 2 was “Darby Day” | vids service and protection for the OF M I 
in Cleveland, and nearly 500 life under- | heneficiary, Darby A. Day, titled the A ER CA 
writers throughout northern Ohio ob- | “$3,000,000 a month man,” urged the . 
served it by attending the monthly lunch- | members of the Pittsburgh association at Established 1860 under the Laws of the State of New York 
eon meeting of the local association and /|q dinner in his honor last week to insist 
hearing the famous Chicago manager of | upon the insured providing for the future ™ . 
the Mutual Life. The ball room of the | of his dependents through income insur- Home Office: 50 Union Square, New York 
Winton Hotel was filled to capacity, more | anc« 
than 450 being served. This attendance The presence of Mr. Day, one of the 
| ‘ 
Under Our Direct General Agency Contract 
Our Policies Provide for 
Double Ind ity Disability Benefits 
Reducing Premi 
g INSURANCE CO. 





SEE THE NEW LOW RATES 66 BROADWAY 
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E. E. BROWN 


Agency Supervisor 





How Great Is Your Production? 


Whether it is large or small, it can be increased. 

Among your prospects are many who will be turned away— 
rejected as unfit—also many children who are too young. 
The Medical Life accepts impaired risks, adopting an extremely 
liberal attitude toward them. The Medical Life also writes 
This eliminates all waste in sales efforts 


Write us, ask us to explain how your production can be made 
a full one hundred per cent efficient—how you can cash in on 
the business you now lose. 


Gueynt 


The MEDICAL LIFE 


Insurance Company of America 
WATERLOO, IOWA 


I. G. LONDERGAN 


Secretary 
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To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
FUTURE 


the 


For Contracts and Territory, Address 


H. M. HARGROVE - 


Beaumont, Texas 


President 








‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








most notable insurance men in the coun- 
try with a strong personality and a 
clever orator, drew out the largest meet- 
ing in the history of the association. 
More than 250 members attended the din- 
ner and gave the 
reception. In his address he distributed 
considerable food for thought, dwelling 
particularly upon the value of service as 
a medium of producing business. In 
speaking of the value of service, he gave 
as an illustration a case in which he was 
asked for advice on a policy in another 
company which the insured was consid- 
ering dropping. He advised him to keep 
the policy and, as a result, was rewarded 


with $1,000,000 worth of business from 
this man. Mr. Day advised against a 
man running down another company in 


business. 

Madison, Wis.—Urging cooper- 
ation between the state insurance depart- 
ment and agents’ issociations Platt 
Whitman, Wisconsin insurance commis- 
addressed the meeting and ban- 
quet of the Madison iation Saturday. 

“The office of the state commissioner of 
insurance exists not merely for the pur- 
of revoking agents’ licenses, but for 
the prevention of any evil practices mak- 
ing necessary the revoking of any li- 
said Mr. Whitman “In order 
to have the state department and the 
agents working together efficiently, just 
such an organization as the local 
ciation of insurance men is necessary.” 

Chippewa Valley.—PBecause 
number of life underwriters wishing to 
attend the Wisconsin-Minnesota football 
game at Minneapolis last Saturday, the 
regular monthly meeting of the Chip- 
pewa Valley association was postponed 
until next Saturday, Nov. 11. The meet- 
ing is to be held at the Ottawa hotel in 
Chippewa Falls, Wis. 

* * * 

Philadelphia, Pa.—‘“The World's Best 
Risk” is the topic of an address to be 
given at a dinner Thursday evening of 
this week by Fletcher Stites of Norberth, 
newly-elected senator, at the 
son's first meeting of the Philadelphia 
association. Another speaker will be 
Frank D. Buser of the Fidelity Mutual 
Life, an ex-president of the association 
and chairman of its law committee and 
local representative on the national ex- 
ecutive committee. 

The committee appointed by President 
Joseph C. Staples to inspect the munic- 
ipal court system of Philadelphia, with 
especial reference to the care of ex- 
pectant mothers and babies in the poor 
sections of the city, made its investiga- 
tion Oct. 30 and is preparing its report 
and recommendations, which will be 
given out this week Those who mad: 
the inspection are E. J. Berlet of the 
Guardian Life, Miss A. M. Porter of the 
Equitable of Iowa, Thomas L. Fansler 
of the Northwestern Mutual, Clayton M. 
Hunsicker of the Fidelity Mutual and 
Arthur D. Murphy of the 


order to secure 


closer 
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assoc 
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censes, 
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of the large 
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honor guest a rousing | 
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New York, chairman, the last-named 
three being former presidents of the 
association. 
* ok ~ 
Richmond, Va.—Barney Pearson of 
Dallas, Tex., was the principal speaker 
at the November luncheon meeting of 


the Richmond association. He delivered 
his well known talk on “America’s Great- 
est Need.”” Mr. Pearson agreed to make 
an address to the underwriters while he 
was in Richmond for the purpose of con- 
ducting a school for life underwriters, 
Nov. 6-10. Many underwriters of Rich- 
mond, as well as from adjacent com- 
munities, availed themselves of the op- 
portunity of attending the lectures, 


which were highly instructive and full 
of inspiration 

Eight new members were admitted 
The meeting was short and snappy and 


regular meet- 
bers might 


was held in advance of the 
ing date so that the mem 
hear Mr. Pearsor 


Indianapolis, Ind. Tl Indianapolis 
Association its regular meet 
ing last Thursday, principal 
* Homer McKee, a local advertis- 
ing expert Mr. McKee's address, 
prepared, was re- 
best discussions of 
for life insurance 
é delivered before the 
meeting was well at- 
and President Wainwright is en- 
lieve that the efforts being 





association The 


tended 
couraged to be 


made to prepare worth while programs 
for the meetings will be given apprecia- 
tive support by the membership He is 
anxious to have the interest in the asso- 
ciation develop during his administra- 
tion to a pitch which will assure a large 


attendance of the Indianapolis associa- 
tion at the annus meeting of the na- 


tional body in Chicago next year 


Columbus Mutual Convention 


President C. W. Brandon of the Co- 
lumbus Mutual Life, who is in Chicago 
this week, states that the annual agency 


convention will likely be held in Chi- 
cago next year for the first time. The 
Columbus Mutual has held its agency 
convention either at the home office or 


at Cedar Point, O. If the convention is 
held in Chicago, it will likely be called 
Monday and Tuesday of the week that 
the National Life Underwriters Associa- 
tion will meet in that city. 


Write Unique Policies 
Two very unusual life policies wert 
taken out recently in New York City by a 


firm on Wall street to cover the lives oi 


Alfred E. Smith and Nathan L. Miller, 
candidates for governor in that state, to 
protect the firm against loss in handling 


race in the event of the 


Wagers on the 
didate. 


death of either can 





to take sometime. 





W. T. GRANT, President 


17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant’s friends, or to 
provide the claimant himself with the additional life protection he intends 


We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922, If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 
KANSAS CITY, MISSOURI 








Write for further particulars. 


WANTED iincnd Gnanen, Ohio 


Here’s an opportunity for a good man 


to get in en the ground floor with a progressive 
young Ohio company 


ADDRESS B-60 


Care of the National Underwriter 


operation in the field. 


WANTED! 
A SUPERVISOR FOR ILLINOIS AND IOWA 


By a Company of unusual Financial Strength, located in the 
West, with a complete line of Up-to-date policies, making bank 
deposits to help the agent, furnish sub-standard service and co- 


Man must have qualifications of being a fair personal writer and 
be able to organize territory and attract and hold men. 
will pay straight salary and traveling expenses. 
perience, former connections and for what period, personal and 
agency production record, and amount of salary expected. 


Address B-100 
Care The National Underwriter 


Company 
Give age, ex- 














New Insurance Issued in 1921 
Gain in Insurance in Force.............. 
Insurance in Force Dec. 31, 
Assets ... 
Increase in Assets 
Increase in Reserve 
Uneusatied Lite teow 
nexce e Insur énce Protection—Lowest Net 
Absolute Security — Perfec oe 


William Montgomery, Pres. 


The Acacia Mutual Life Association 


This Did Not Happen by Ci 


1,518,954. 00 
1,282,156.00 
225,575.00 


t Service — 
A Satisfied Field Force 





Square Dealing 
Homer Building, Washington, D. C. 





Illinois and Missouri. 
National Underwriter. 





Agency Manager Wanted 


A Mississippi Valley Life Insurance Company desires to 
obtain the services of a competent agency manager 
qualified to organize and produce an agency force in 


Address C-20, care The 
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HOME OFFICE TRAINING 


OF AGENTS PREFERRED | 


(CONTINUED FROM PAGE 6) 


siders that a reduction on_ rein- 
sured business results in a bad men- 
tal attitude on the part of the agent 


Effect of Reinsurance 


E. A. Porter of Indianapolis Life 
clared that business reinsured was 
always a loss to the original company 


smuch as it was cone solely to build 
up the morale of the agent who was 
rally attracted by the advantage 


of a larger company, why put any 
strings on it? He held that the prac- 
tice must be determined by the neces- 
sities of the agency situation. lf 


company has a man who is a regular 
producer of $50,000 policies it must 
reconcile tiseli to paying him commis- 


sions on the whole amount or see him 





go to some other company Marcus 
Gunn of the American Central was in- 
ned to take issue with Mr. Porter's 


ceclaration that reinsurance was a loss 





’ 


to a company, as a general proposition, 
10ugh he admitted that it might be 
rue in some Cases. 

\W. N. Bagley of the Travelers said 
that it had tormerly been that com- 
pany’s system to allow the agent the 
same commiussion that the company re- 
ceived under the reinsurance contract, 
but that it had now decided to stand 
the cost rather than ask the agent to 
pay any part of it. However, in con- 
tests and in cases where the agents 
remuneration is determined by the 
previous year’s business, there is a 


ditterent arrangement made in regard 
to the reinsured business. He held 


that the agent should receive full pay 
for the work he does 


Medical Examination Fees 


W. H. McBride of the National Life 
& Accident pointed out that on a $50,- 
000 policy, part of which is reinsured, 
the company pays for but two medi- 
cal examinations, a total of $10, while 
on 50 policies for $1,000, it would have 
to pay tor 50 examinations, a total o! 
$250, and that from this standpoint 
alone a company is justified allow- 
ing an avent full commission on all 
that he can sell. 

F. S. Withington of Des Moines held 
that the commission on reinsured busi- 
ness should be limited, to prevent 
agents from chasing rainbows H« 


said that a $50,000 man won't stay | 


vith a small company anyway His 
idea was that the gross amount issued 
by the smaller companies should be 
further limited S. E. Allison of the 
Pan-American Life held that there 
should be no G@iscrimination between 
agents in this respect and that if full 
commission is allowed to one it should 
be given to all. 


Other Commission Questions 


Some difference in company practic« 
developed in the discussion of the pay- 
ment of commission where premium 
is paid by policy loans or automat 

n-forfeiture loan rhe general prac- 


e seemed to be that the agent gets 
his commission in case of payment by 
policy loans but not in the case o 
utomatic loans, unless the loan is paid 

which case the agent gets his regu- 

commission In some cases tl 


bal 
allowance is made only when t 





FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
est buyers of life insurance. Last year 
we distmbuted 47,604 direct leads—all in- 
terested prospects who had requested 
information. In 1921 this service, and 
Fidelity's original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,0.000. Faithfully serving 
insurers since 1878, 

A few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 











money 15S 


agent. 
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actually collected by the 


; ampbell of the London Life 
eierred to a new commission basis 


used by his company on income peli- 


cies, | 
remium 
insured 

has showe 

ula 1orn > 
te and 





ance of percent of the premium and | 
} percent of the sum insured would be 
just about equal to the commission or- 
Gina paid. 


cers and 


twisting. 


volume ot 


nvolved 


that his 


tendent ot 


} 








ity in the n 


based on a percentage of the 
and a percentage of the sum 


He said that investigation 
lat as applied to the reg- 
of ordinary life, 20-payment 


20-vear endowment, an allow- 


BATTLE NOW ON WITH 
THE CHICAGO TWISTERS | 


(CONTINUED FROM PAGE 1) 


panies were notihed not to accept 
turther business, as directed, d thus 
the business was held in abeyance. In 


lividual suits were then filed, enjoining 
the compan 


es, their representative oth- 


general agents, Mr. Day and 
Mr. Houston trom further intertering 
it means cause must be shown in court 


tor the interference with the so-called 


Darby A. Day Named 





lt was surprising to find Darby A 
Day named in this injunction. Mr. Day, 
W fic interviewed, said he knew < ny 

I Nad not vec ot ed anc could 
Set ) isis 1 it, granted, as he 
had intertered with no one’s business 
tie said that, if an attempt to hold one’s 
own business on the books and prevent 
it being taken by another was inter 
ference, he perhaps might have inter 
tered, but that, im his opimion, no court 
ipon a hearing, would hold against a 
nan's protecting his own business and 
iterests. It is understood Mr. Day 1s 


32) | sco ~aneiderahi 
ecially vecause a CONnSIdcrabdl 
the business of his office was 


in the twisting to another office 





Charges of One Complainant 


One particular suit, that filed by Le 


Roy Burton in the Circuit Cour 








Cook C y and granted by Judge 
Friend, tes that Mr. Day had con 
spired with Superintendent Houston to 

erfiere with his business It is held 


income is about $50,000 a year 
an »w has $500,000 of new bus 
ness in pi 
up through the order of Mr. Houston. 
It is further held that the superi 


ospect, all of which is held 


insurance ts —— author 
atter and ts stepping bevond 


ls omce, a being n¢ 


} 


the powcrs ol ‘ 

legal isis 10r suc! ction as that taken 
The compia t urther states that the 
superintendent is without legal author 
ty » TEVOKC his cens¢ ind it s cd 
manded tl the deiendents show rea 
son why they should not be permanently 
lenjoined trom such interference 


ee ee 


Sailstad Rehearing Denied 


The New York ] ife has been denied 
a rehearing in federal court at Superior 
Wis the famous Sailstad cas n 
whi h i ve dict was recently ct ed 
igainst it for $10,000, Attorneys for 
the company have announced tl ar 
ippeal will be aken to the U. S reuit 
cou dente: « Chi igo 











New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 


Immediate beginning of a lifelong monthly income. ’ 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 


Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1886 
FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 











Philadelphia Life Insurance Company 
Home Office Building: 111 NORTH BROAD ST., PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 
Only high-type men and women can obtain contract to represent this company. 
For Salesmen and Saleswomen of such type we have an 
interesting contract to offer, backed by real co-operation. 


JACKSON MALONEY A. MOSELEY HOPKINS 
Vice-President Manager of Agencies 
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LIFE, HEALTH, ACCIDENT “ce MONTHLY INCOME INSURA 


LATEST POLICIES AND AGENCY CONTRACT Batic ea \nes 
Openings OHIO, IND., KY, MICH. and W.VA. Write Columbus | 


/. Southland Life Insurance Co. | 


: DALLAS, TEXAS | 


<=. The Progressive Company of the South 
> HARRY L, SEAY, President | 


















CONSERVATION OF BUSINESS 


We are reinstating, revampir nd cleaning up indebted p s fur a number of Life Companies, 
thus = andardizing and conserving td 1€ . usiness, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at ; 1 no expense to the Companies 

Our references cover eighteen ye ars f satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 











Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 

The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


| EDMUND P. MELSON, President 


} 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 














THE 


NATIONAL UNDERWRITER 


November 9, 1922 











Rates Reduced 


Premium rates reduced 
September, 1920 





All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

TwogeneralAgenciesopen 
in Iowa. 


Write for information. 
LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, Iowa 











ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 














A. GLOVER & CO. 
Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 


Successors to Marcus Gunn, 
Consuling Actuar 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


610-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








hy ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








COUNSELOR AT LAW 
CONSULTING ACTUARY 
Reserves, Surrender Val- 
Valuations and 


T J. McCOMB 
e 


Premiums, 
aes, etc., Calculated. 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
fhe Law of Insurance a Specialty. 


Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
. ACTUARY 


1523 Association Bldg. 19S. La Salle St. 
Felephone State 4992 CHICAGO 








REDERIC S. WITHINGTON 
Consvcutine Actuary 
402-404 Kraft Building 

Tel. Walaut 3761 DES MOINES, 1OWA 














OHN E. HIGDON ) Actuaries & Examiners 
Joun C. HIGDON 600 Gates Buildin 


Kansas City, Me 




















More agents read The National Under. 
writer than any other weekly newspape: 
ef insurance. There are reasons—plenty 
of them Our subscribers knew. 


OCTOBER SALES LARGE, 


—— - —— 
|'OPTIMISM AT ST. LOUIS 


a 

Home Office Officials and General 

Agents Report Good Increases in 
Life Insurance Production 


| 

| 

] 

ST. LOUIS, MO., Nov. 7.—Company 
| 0 fixciale and general agents here take a 
| very optimistic view of the business 
| outlook. The Missouri State Life set a 
|company record for insurance placed 
lin October, with $14,405,000 new busi- 
!ness. The former record was $12,798,- 
|} 000 in March, 1920. 


October was group insurance month 


for the Missouri State, but group insur- 
|}ance alone was not responsible for the 
; wonderful volume of business. Indi- 
| vidual policies had a very important 


breaking of the company’s 
records. The most gratifying feature of 
the month was that the gains were not 
confined to any one section of the coun- 
try but was general, big business com- 


part in the 


ing from every state and city in which 
the company operates. 
Internationals Big Gain 
The International Life placed more 


than $1,000,000 in excess of the October, 
1921, business in the month just closed. 
Complete data was not available but an 
official of the company said it was far 
ahead of the same period a year ago. 
Like the Missouri State the Interna- 
tional has been obtaining wonderful 
business in every section in which it 
operates. The members of the $125,000 
Club have also been doing wonderful 
work in obtaining renewals and prevent- 
ing lapsing of business. 

Much of this company’s business has 
come from men of more than moderate 
means, some very large individual poli- 
cies having been placed during the past 
thirty days. Both the Missouri State 
and the International say the lapse ra- 
tio has shown decided improvement on 





| 

| the 1921 figures. Every large company 
lh ad much lapsed business a year ago, 
|the natural result of a severe business 
| depression following closely upon the 
| heels of so much prosperity. 


Paisley Sees Improvement 


President Paisley of the Standard Life 
j reports that his company’s showing 
| will very favorably with that 
| of a year ago, It has not experienced a 
decided boom in its business but there 
has been a steady, healthy increase in 
the volume of business placed, while 
there has been an improvement regard- 
ing lapsing. Mr. Paisle y said that in the 
rural conditions are somewhat 
adverse in the districts hardest hit 
by the national coal and rail strikes not 
much new business is being developed 
and agents have to work very hard to 
| keep existing premiums up. 

In the larger cities and in industrial 
centers the 
is being 


compare 


sections 
whil 





improved general condition | 





reflected in the Standard Life’s | hg are on a 


business. The rule has been that an 
agent has to work much harder for re- 
sults than he did a few years ago, but 
the chap who refuses to lie down be- 
cause working conditions are not ideal 
manages to obtain his share of new 
policies and also makes a good showing 
on renewals. 
Best Gains Early in Year 


E. A. Pickel, general agent for the 
Phoenix Mutual in St. Louis, said that 
his 1922 business probably will exceed 
that of 1921, but that the greater part of 
the gain occurred during the first few 
months of the year. 

“We have found general conditions 
rather adverse the past few months, but 
xy redoubling our efforts have suc- 
eeded in holding up our end,” he said 
in discussing conditions. He reported 
some inquiry by large business concerns 
and men of large means, but there has 
not been an unusual large volume of 
that class of insurance placed. 

Several large local agents report that 
luring the summer just closed there was 
‘onsiderable borrowing on insurance 
olicies, but pointed out that this con- 
dition suave prevailed in times of de- 
pression and tight money. 

Edmund P. Melson, president of the 
Continental Life, said his company’s 
1922 record would greatly exceed that 
of last year. The average of insurance 
in force has increased considerably and 
the renewals compare very favorably 
with past records. : 


Shalet Addresses Guardian Staff 


A. Paul Shalet, president of the Field 
Club of the Philadelphia agency of the 
Mutual Life of New York, delivered an 
nteresting address on “Why I Am a 


Life U nde rwriter” Tuesday evening be- 
fore the Philadelphia agency staff of 
the Guardian Life of New York. Mr. 


Berlet, manager of the latter agency. 

was president of the Mutual Life’s local 

Fieid Club until a few months ago. 
Mr. Shalet’s address was delivered in 


connection with the Guardian’s class 
of instruction, based on the Diamond 
Life Bulletin Service. This class has 


becn meeting every Tuesday evening for 
the past two months and not one mem- 
ber of the agency staff has missed a ses- 
sion during all this time. It is Man- 
ager Berlet’s policy to have an outside 
man “every now and then” in 
addition to the regular instruction, and 
Mr. Shalet’s topic was well chosen with 
reference to the fact that a number of 
new men joined the agency at this meet- 


ing. 


speak 


John Hancock Men at St. Paul 
Officials from the home office of the 
John Hancock Mutual Life were given 
special luncheon at St. Paul Friday 
by the Minnesota agents. The guests 
of honor were President W. L 
Crocker, Elbert H. Brock, 
dent: Dr. I. Haines, medical 
nd Henry G. Wischmeyer, 
intendent of agencies. 
tour of the 


director, 
assistant 
The offi- 
country. 


sur 
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| | | | 
| New England Mutual Life | 
| Insurance Company | 


Boston, Massachusetts 





New Insurance Paid-for, 1921. . . 
Gain in Insurance-in-Force 
Total Insurance-in-Force . . 





New England Agents Write Persistent Business 


$ 82,072,020 
48,641,846 | 
609,415,082 | 























vice-presi- | 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «8.7 Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 

















csi Life 
Insurance Company 

Bismarck, North Dakota 
Insurance in Force, $13,500,000 
F.L. CONKLIN, 








H. H. STEELE, 


President Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 











Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 


Agencies 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest ef all 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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November 9, 1922 


CONFERENCE IS 


HELD 





SOUTHWESTERN LIFE RALLY 





Nearly 100 Field Men and Many Home 
Office Representatives Attend 
Meeting at Houston 


The annual conference of 
ern Life agents was held at Houston 
this year, a feature of the meeting being 
the annual banquet oi 
Life Club. Nearly 100 
pany, together with officials 
from the home were in attend- 
ance at the conference and banquet. 

The matter of closer organization otf 
agents and more thorough canvassing ot 

iral districts and cities was discussed 
and the problem of renewals and taking 
care of lapses was gone into. The agents 
officials l 


the Southwestern 
representatives ol 
the com 


oimce, 








were told the company are al- 
ways ready and willing, even anxious 
to help them in landing business and | 
hat no question is too small to have 


the promptest attention. 

The conference itself was preceded by 
meetings of some 15 agency organizers 
who work in every section of the state. 
The purpose of the meeting was to de- 
ways and means of placing agents 
in all towns and to assist these agent 
in obtaining the best results. It 


vise 


devel- 


oped at this meeting that the South- | n 
established in j} 


western is pretty well 
Texas, having representatives in all sec- 
tions and counties of the state. 

The chief speakers at the banquet of 
the Southwestern Life Club were Mayor 
Halcombe of Houston, Judge Ewing 
Boyd of Houston, John M. Scott oi 
Austin, deputy insurance commissioner, 
and Dr. William S. Jacobs. Company 
officials attending the conference were 
T. W. Vardell, president; T. L. Brad- 
ford, vice-president; Dr. W. Harral, 
medical director; V. K. Mather, secre- 
tary; E. G. Brown, actuary; R. R. Lee, 
tant secretary; H. E. Webb, 1 
ager group department; L. E. Elmore 

W. Ragsdale, W. A. Crow and R. N. 


Hodge. 


assis 





New Arkansas Company 

A state charter has been granted 
to the Arkansas State Life, with h¢ 
office in Pine Bluff, Ark. The 


Im¢ 


com- 





pany will write life, health and ac- 
cident business. The officers are: Earl 
C, Chavis, president; Percy J. Lock- 
wood, vice-president; Dr. W. M. Chavis 
secretary and medical director Dire« 
tors are: Dr. W. M. Chavis, Earl C 
( vis, Percy J. Lockwood, A. D. 
( vis and Gus Peterson. A Chavis 


a D 
will head the legal department and | 
supervision of agencies. The 

nnounced that policies will be issu 
3,000 


company 


in amounts from $250 to $ 





Missouri State’s Record Month 


( Yctobe r 
e history 
The business 


lately 14 


was the greatest month in 
of the Missouri State Life 
written was approxi- 
percent greater than during 





the next largest month in the com- 
pany’s history. The gain over Oc- 
tober, 1921, was about 7v percent 

The new record month was $15,255,- 


October was 
for the 


Insurance 
ite and the 
luring 


Group 


Month Missouri St 


roup policies written <¢ October | 
nclude contracts covering as few as 
nd as many as 650 lives 





Lincoln Reserve Has Building 


Announcement was made last weel 
name of the C ber of C 
nerce Building in Birmingham, Ala., 
which was recently sold to the Lincoln 
Reserve Life for between $300,000 and 
$400,000 has been changed to the Lin- 
coln Reserve I Insurance building 
The structure is seven stories high and 
is one of the most substantial in the 
ity. Col. Jesse F. Stallings is president 
f the insurance company which nego- 
tiated the sale 


that the 








ire 


Southwest- | 


LIFE 


'DEPARTMENT’S VIEWS 


IS WILLING TO REOPEN CASE 


Travis Ready to Take Up A. I. U. Ex- 
amination at Commissioners’ 
December Meeting 


Super ndent Travis « IN s 
eady fe the ope gz ott \ 
Insurance Union ex t t 
Dece r meeting of t ( 
commissio vant | | ¢ P 























INSURANCE 


EDITION 


23 








MODERN BUSINESS 
GETTING METHODS 











Case Method of Discussing Problems 
Adopted for Meeting of Los Angeles 
Association of Life Underwriters 


arti 1 in the A. I. l i t us 
with Pen 1 and Ohio 1 it is|y 
reported n P< insyl i l t ( 
ent has made the suggest that t 
bh S 
examu on ought to c Oj i DCIOT 
tl cK ers 
| Ina tele o Col. Jose] Butt lk 
fof Virgin chai n ¢ ) t 
) eXamil ons ot t Nat ial ( 
lvention of Insut ( ssioners 
| — 1 ¢har ¢ +? 
| ¢ Travis sugges t : 
s to be taken up, the « $ 
marticipated 1 this ex t s Id 
wited tn nreeent P ¢ 
\ t | oO 
tters ¢ e « ( 1 into f 1 all 
the facts la < tabl | 
ent wants t Pe ‘ t - 
¢ catis 1 and +} t will 
co l ly sat r 
he I @ vert IT} S ae 
casion to sav to vou that it s P 
squarely behind its exa , ¢ 
| sition t y the this 
| tion.” 
HOLD BIG FREEPORT RALLY 


Hutchison, District Agent for North- 
western Mutual, Banqueted All His 


Agency Policyholders 


| W. P. Hutchison of Freeport, 1 
} strict agent of the Northwe M 
| tual Lit« | \. ( 
jagent ; I ton, Il \ 1 
let t ] $s pol ol \ S 
( ebr Oo I S ten 
1 tl Nort “ 1 t ( 
ency Over 700 imy S 
sued to Mr. Hutchison’s pol 
1 the large d g on ol t 
’ 














endent : ae S d H. N. Laft Next 
s ant « nsel of tl Northwest ! | cat 
\ pres t tro Milwaukes HT \ low 
{ ] rk, g¢ 1 ¢ ent of J necet { ] a a 
several pro c l ess and pro low 
essional men of Freeport were on tl St 
ogram Mr Hutchison numbers | thre 
1 his policvhol lers nearly all the I 
prominent business, professiona 
|}and farmers of Freeport d Stephe 
lon county and o life c . t 
lsctands 1] go] +1 does Mr H 1 : 
| 
| i me ting of! AS ] 
ja with t Clar 
| : + MM Hutchis . eit 
h earl 10 \ t 
<S T chare or t ] 
eX t tr t r 
| ‘ +} 
i< * 
| —— 
McIver With American National thos 
R. A. McIver, formerly with the |* P - 
Nation Council on Workman's Com 
Insurance in New York Cit 
ted a position wit! Amer 
( i] of (; stor | ~ < : : 
actuar ; 





Jefferson Standard in Nebraska 
Ralph B. Coit. actuary of the Jeffer- 
son Standard Life of Greensboro, N. C 
was in Omaha and Lincoln this week 
incidental to his company’s 
| Nebraska for business. 








Adopt Case Method 
of Discussion 
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her life, which with the 


Ot SoV 


Field Producers Give 
Views on Handling Problems 


Following is t second problem 
\ ‘ 1, \ ( ind fou cl iren 
t ‘ I 5 UY ol i 
S Soon n } home 

) \ Car 
) { i t com 
‘ } 
‘ ‘ 
‘ S40 a t t 
‘ ‘ , \W} 
\ W. Hic } t 
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¢ { / . , 
, 1/1 ) i ' 
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90.000 on the 
‘ , 1 1 ) 
\\ 4 : 
0 ‘ 
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| . tht eo 
‘ } > ‘ ‘ } ' } policies 
} r cl \ th t ] t 
» « t ( at ( ( ot 
WwW 
\ é M. 1D » foll 1M 
1 k tl ra th + vinent 
yr into ac 
‘ 0 th or 
600 1 hich he would 
{) ) 
’ ail 
porey ! 
0 r © VI nt 
] these 
of ) The 
; ? t ! { if 
, | pet 
f 4 { frorss 
' 1 1 
| that 
1 ( nuous i 
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e509 
Variety of Business 
Getting fethods Used 
third mr ley Ta) ward 
1 ch en 
ry ot i rut 
w) ( l ‘ I { 
‘ ] 1 } 
ta rm i 
| autor bile 
H . rt the | 
{ ttn) } he ] | 
‘ ] } tate i! d 
' I r of I} 
, t the ent 
1 } ] ecn 
te r £$°5.000 La 
.000 \W i ‘ lt ral a 1 
t { ot >svuvU 
\\ } ad ¥ ‘ ; 
\ 
| ' ybler The 
( , ed ‘ t t} } es 
’ ed d recom- 
, ' 000 « r vertibl 
; Mr H life 1 n 
‘ ‘ tier vl the business is 
eing built 1 The cost f that the 
t ve would be $897.00. which would 
ed | divid Is the second vear 
ST14.75 H reco! ended the con 
er n of this policy at the earliest pos 
ar ts For ti protection of his 
ly he suevested &230.000 ordinarv 
fe, to be paid to the widow in monthly 
stallments under option C, giving her 
proximately $162 per month guaran 
teed for the first ten years and then 
$138.60 per month for the remainder of 


monthly income 





| 
of $57.50 from the War Risk Insurance. | 
and the $800 a year independent income, | 
would total $262.75. Including the gov- 

ernment insurance the net outlay for | 
personal insurance would be about $800 

a year, which he should be able to han- 

dle on his salary. 

Alex. A. Dewar suggested augment- 
ing the $800 independent income by a 
~0-pay continuous monthly incom¢ 
policy of $100 a month, and the conver- 
sion of his war risk insurance to the 
20-payment monthly income plan. Also 


a $5,000 lump sum clean up policy tor 








personal needs. For the protection of 
the corporation, he suggested $50,000 
convertible term, to be converted year 
by year until all converted. He stated 
he would also see Mr. Harrison's asso 
ciates and have them place $25,000 on 


his life for the protection of their in- 
vestment. If alive at the end of twenty) 
vears his prem‘um paying period would 


be over and the cash value available at 


any time if needed 


Address on Economic 
Cecnditions Closes Meeting 


The principal spe aker of the evening 


Montaville Flowers. famous as one of 
the greatest orators in America, was 
then introduced and delivered a mas- 
terly and inspiring address on the sub 
ject—"“America Looking Ahead.” The 


danget 


years 


speech was the 
\merica in the 
the depletion of its natu 
Attention was directed 
fact that the standard of 
ountry depends upon the 
1 resources and the 
An element of 
the rush of foreign- 
the United 


keynote of his 
that wi 


contront 


to come tron 
ral resources 
forcibly to the 
living in 
extent of its natura 
density ot 


dang r was ¢ 


any ¢ 





ers to the shores of States. 


attracted here by the far higher stan 
dard of living than exists in this coun 
try and the consequent increased finan- 
. ) : 3 
cial returns to the individual for his 
labor. Mr. Flowers was_ frequently 


ind at 


address he was 


interrupted by hearty applause, 
iclusion of his 


of thanks 


the cor 


a rising 


FIELD CLUB ANNUAL MEETING 


given vote 


Two Tickets Are Put in Field— 
Question of Merger with Life 
Underwriters Up 


The Chicago Life Insu ‘ Field 
Men's Club will hold its annual meeting 
rida of this week, when there will be 


a contest for election Che present ad 
ministration has turned over to the in 
cor r ¢ the question of passing on 
tl tation of the Chicago Life Un 
rit s Associat to have the eld 
ere th that vaik " d bh come 





Beiterman, 


hq ible | eof N.Y ( H. Hibbard, 
Northwestern Mutual Life; J. W. Hei 
tand. Union Central: Arthur L. Miller, 


\lason 


I} rt 
r¢ 


iucus 


Another ticket called the (¢ 


Ticket has f il ] ed with = the 
foll g nor es: President, H. Ware 
Caldwell, Ne Eneland Mutual; vice 
resident (,eorge Stauch Pac ( Mu 
tual M etary M D. Cerf treasurer 
Frank H. Had D tors \lired 
Nu t ortl ester? \iutua ] H 
Miles (former president Lone C¢ 

tr I D. Holme Mutual Benefit 
John H. Stever Nat‘onal fe of Ver 
1 t \ ¢ Beit i Le is Dewe 

M Be hardt nd Georg Bacon 


Griffin With Columbus Mutual 
R. G. Griffin 
home 
Life has been 
Mutual 
Life he 


Cincinnati 


who was formerly chief 
officc of the Illinois 
elected auditor of the 
Life. From the Illi- | 
went to the Federal Union 


THE NATIONAL 


OFF TO A GOOD START 





LIFE SCHOOL OVER-ENROLLED 





New York University Training Course 
Now Has Waiting List for Jan- 
uary Term 


New York University’s life insur- 
ance training course opened in Octo- 
ber with an_ over-enrollment. The 
number of students is limited to 67 in 
each of the three terms of the year 
and a number of applicants were 
obliged to wait until the winter term 
which starts the first week in Janu 
ary. 

the director of the course is Griffin 
M. Lovelace, formerly director at Car 


negie Tech, who, until this fall, hae 
been with the Carnegie Tech schoo 
continuously from the very beginning 





The other members of the faculty a: 
lames E. Bragg, instructor in lite in- 
surance, and N, Hoopingarner, in- 
structor in the psychology of selling 
lite insurance Mr. Bragg is a life in 
salesman, a graduate of the 


surance 


LCarnegk lech course, and 1s secre 
tary of the New York Life Under- 
writers’ Association. Last summer he 
was one of the instructors in the sun 


salesman 
Mr 
wider 
miecl 


ner school tn hte insurance 
ship at Oklahoma University 
Hoopingarner has had a much 
experience in. teaching bu 
1! psychologists lle was tor 
Pech, and has 


business ps cholog: 


sIness 
an most 
erly it ¢ 


arnegic bee: 
f ne courses m 
at New York University 

Ir. Lovelace has organized the New 


York University course along line 
similar to those followed when he was 
t Carnegie Tech However, certai 
changes have been nade in the sched 


afford much more time tor 


selling 


rhe so is to 
actual 


GRIZZARD’S DETROIT RECORD 


Announcement Made That $5,353,100 
Has Been Sold by Office Started 
There Five Months Ago 


Ralph C, Wilson, gencral manager of 
the Detroit office of the Grizzard Sys- 
tem announced to members, officers 
nd guests of that organization at a get- 
together banquet Monday evening, that 
$5,353,100 had been sold by the Detroit 
staff since the opening of the Detr 
office. This is a notable 
much as this office was ope ned only hive 
There are 41 
Detroit organization. 
\mong the guests at the banquet 
were some of the most prominent men 
Detroit's business and pr 
lite. James A. Grizzard, organizer of the 
Grizzard System, acted as toastmaster. 
H. Wibirt Spence, of the Spence 
Agency of the Mutual Life of New York 
it Detroit, made an inspirational talk on 
the value of life insurance and the mod 
ern scieftific methods and service ren- 
dered by the insurance man. Other 
speakers were G. D. Pope, president of 
the local organization of the Grizzard 
System and president of the Detroit 
Community Union, Detroit's great char 
itable organization; Ra'ph C. Wilson, 
vice-president and general manager of 
thre Detroit othe Walter E Emmons, 
ecretary and treasurer; Francis Me- 
Math, Willard Pope, W. FE. Evans. Dr 
\ngus Met lean, directors: Harold H. 
Emmons, president of the Detroit 
Chamber of Commerce: H. A. Hallin, 
inager of the Cleveland office of the 
Grizzard System, and Mr. Miller, man- 
izer of the Akron office: J. T. Shaw. 


record, ias- 


months avo sak smen at- 


tached to the 


otessiona 


vice-president of the First National 
Bank Charles E Waddell, Detroit 
manager of the Missouri State Life. and 
James Schermehorn, former owner and 


editor of the Detroit ‘Times.” 


UNDERWRITER 


NAME NEW EXECUTIVE 


CORYDON ELECTED PRESIDENT 


Man Succeeds 
Carey as Head of 
National Life 


Business 
Chicago 


S r. Corydon, Chicago business 
man and banker, was elected director | 
and president of the Chicago National 


Luile a 1 
9f directors held in 


Monday 


the company’s 
Mr. Co ydon 
succeeds Carey, well known 
apitalist and brick manufacturer, who 
s retiring and moving to California 
Where he will make his future resi- 
! Mr. Corydon was president of 
store in Chi- 


nome othces 


l homas E. 


ence 
the Corydon department 
in several 


. . | 1 
and director banks. J 


ivo it 
s only 1 years old and has built the 
ness entirely with his own effort 
ning as a cash boy in a small 





tore in the outlying district of the city 
he has developed a business of his own 
worth $500,000. | 
Mr. Corycon is serving as president 
National Life without 
This ends a misunder | 


ft the ¢ hicago 


ompensation 


standing which has been troublesome 
lor some time ré garding the paymen! 
t officers in the company In the re- | 


cent departmental examination it was 


stated that the president was receiv- | 
ng $12,400 a year and later it was 
stated that the secretary-treasurer was 
vid $38,000 Che latter, however, did 
not receive that amount and in fact | 
Mr. Care received $1,000 a month fo 
mily six ionths, these being the last | 
six months in 1921 he president's | 
ilary was reduced to $5,000 the first 


of this year, which is the sum Mr. 
Carey has been receiving up to the time 














During the banquet $20 gold pieces 
were given a number of the salesmen 
of the Detroit office for exceptional 
records made tn October 
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his resignation Che new presidenf, | WALTER T. SHEPARD 
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oOwever, will serve without remuner-|  Vice-preside nt and Agency Manager 
ation. | Lincoln National Life 
' ° 2 — } 
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Liberty National in Illinois | Manager Arthur F. Hall was made t 
The Liberty National Life of Caps ‘hae ject Ol a production tribute 
Girardeau has been licensed in Illinois. | s 
| 
It will proceed to organize the state} i 
at once. It has $100,000 capital and | 
$114,046 surplus It owns its home 
thee building It was chartered as an ! ¢ 
Id line legal reserve business June 30, | t 1 ' 
1y21, having been a stipulated premium | as the most popular agency manage ’ 
onipany for two years previous un- | appeal is made to 1 e his new a 
er the same management H. L. Al-] stration a prosperous one and f 
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the company and conducts its insur- the November prosperity, 
nee operations Its board of direc- | rhe latest phot rT h of Mr. She yard 
tors are prominent business men _ of | Nas bec enlarge | framed and one 
( are Gsirardeau ind southeast Mis- nt these tures 1s Ing sent to ¢ } 
Sa Lincoln Life producer who wrote at 
- least $25,000 of business during Oct 
Free Examination Service ———— 
The John Hancock Mutual Life has Dinner for Jackson Malcney 
irranged with the cancer commission ot ckson falonev. vice-presid 
, "yh ; r > ¢ m A ‘ ’ } Side t ( 
Harvard University to give its policy he Philadelphia Life, was given a tes 
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, cal Ss \ r st rer, st pres 
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eB Sa err T Charles D nshied, J. J. Ellis, Wesley 
Guard Notes,” the bulletin publis , \t , ‘- 
Gad, Thoma furp Louis Cian 
vi National Guard Li f Madis MM; . 
\\ Th rowtl \ rican u = ' Ss 4 Oo Natzenstein, A. M 
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small business ted I Vice President Ma \ Singing S 
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What Does 
An Agent Deserve? 


Everything. He is continually 
combating the opposition of 
prospects who must be taught 
the basic value of life insur- 
ance. It’s an uphill fight, un- 
doubtedly, but one rich in 
reward to the fighter. The 
agent deserves everything his 
home office can give him that 
will facilitate his solicitation for 
life insurance. 


What Do 
Our Agents Get? 


Everything. We place great 
value upon every one of our 


agents. We are cognizant of 
their position and the greatest assistance 
obtainable goes out to them in full 
measure together with the helpful coun- 
sel of every one of our officers, men of 
life insurance experience who know 
field conditions and men who are will- 
ing to give each agent personal help in 
solving every life insurance problem. 
We have room for men who are will- 
ing to be helped to lucrative agency 
positions. 


Operates in Illinois, lowa, South Dakota, Michigan, Nebraska, Minnesota, Kansas, Missouri and Texas. 
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Life Insurance Men— 


A Contract with our Company will 
insure you a prosperous year. 


BEST COMMISSIONS—BEST POLICIES—WRITE US 


RESERVE LOAN LIFE INSURANCE COMPANY 


Indianapolis, Indiana 





